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NEW JERSEY RATE 
LAW HELD SOUND 


Attorney General Wilson in Opinion to 
Commissioner La Monte 
Analyzes Statute. 








DOES NOT CONFLICT WITH COURT. 


Decision in Newark Exchange Case 
Not Modified or Controlled by 
New Enactment. 


The New Jersey Attorney General 
has given an opinion on the request of 
Insurance Commissioner La Monte, as 
to whether the new rating law in that 
State, known as the “Ramsey Law,” 
conflicts with the decision of the New 
Jersey Court of Errors and Appeals in 
the Newark Exchange case, and allows 
companies to combine to maintain 
rates. Attorney General Edmund Wil- 
son analyzes the decision of the court 
in that case and points out the scope 
of the new rating law, coming to the 
decision that “The reasoning and 
authority upon which this case is 
rested in the Court of Errors and Ap- 
peals are not, in my opinion, in any 
way modified or controlled by Chapter 
85 of the Laws of 1913.” Attorney 
General Wilson’s opinion in full is as 
follows: 

STATE OF NEW JERSEY. 
Office of the Attorney General. 
Trenton, N. J., Sept. 23, 1913. 
Hon. George M. La Monte, 

Commissioner of Banking and In- 

surance, Trenton, New Jersey. 

Dear Sir: I am replying to your 
note of Sept. 10. 

You ask for my opinion “as to 
whether Chapter 85 of the Laws of 
1913, known as the ‘Ramsey Bill,’ over- 
comes or wipes out the effect of the 
decision of the Court of Errors and Ap- 


peals in the case of the Firemen’s In- 
surance Company vs. Newark Fire In- 
surance Exchange, and allows the com- 
panies to combine to maintain rates.” 
I assume that the case to which you 
refer is McCarter, Attorney General, 
vs. Firemen’s Insurance Company, de- 
cided by the Court of Errors and Ap- 
peals, June 14, 1909. See 74 Equity, 
page 372. It there appeared that cer 
tain insurance companies entered into 
a contract with each other as con- 
stituent members of what was styled 
“The Newark Fire Insurance Ex- 
change.” By the terms of this agree 
' ment, among other things, it was pro- 
vided (1) that the premium rates to be 
charged by the constituent companies 


(Continued on page 10.) 
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THE HOME 


INSURANCE COMPANY 


NEW YORK 


Notwithstanding a wholly unwarranted insinuation to the 





contrary which appeared on the editorial page of the 
September issue of the American Agency Bulletin, 


The Home does not approve, practice or permit over- 





head writing, and every agent of The Home knows it. 








ELBRIDGE G. SNOW, President 





Entered United States 
1866 


North British 
and Mercantile 


Insurance Co. 


Established 1809 





Since 1866, when the North British & Mercantile entered the United 


States, 1,833 Fire Insurance Companies have failed or retired 








OULD you recognize opportunity if you 
met it face to face? Some people don’t. 
If you are alive, on the job and anxious to 


succeed, write us. 


Pittsburgh Life & Trust Co. 


HOME OFFICE, PITTSBURGH, PA. 


HOWARD S. SUTPHEN 


DIRECTOR OF AGENCIES 





W. C. BALDWIN 
PRESIDENT 











$3.00 a Year; lic. per Copy 


THOME LIFE’S NE 


POLICY CONTRACT 


Old Age Income Form Designed Es- 
pecially For Young Men and 
Bachelors. 
LOWER RATES FOR AGES 17-20. 
Innovations Put Into Effect During 
Year Together With Schedule 
of Rates and Values. 


With the idea of providing its field 
force with a contract that will appeal 
especially. to young men and bachelors, 
|the Home Life of New York has just 
|issued an “Old Age Income Policy” 
which contains some very attractive 
features. 

Another change announced by the 
Company is that lower premiums will 
| be charged at ages 17 to 20 than here 
tofore. 

It has also been decided that when 
dividends are left on deposit with the 
|Company at three per cent. interest, 
|or when they are applied to purchase 
| reversionary additions, the amount so 
| left shall participate in the surplus in- 
| terest earnings, at a rate to be fixed 
annually by the directors. Incidentally 
| the rate apportioned to trust funds by 
|the directors for this year is 4% per 


| cent. 





Old Age Income Policy. 


The new policy form just issued pro- 
vides a sure income for ten years, com- 
mencing at age 60 or at previous 
death, and this income may be left to 
a beneficiary if desired. To make the 
protection for old age complete, there 
is a supplementary contract which 
guarantees the monthly income from 
age 70 for the remainder of life. 

The guaranteed cash values on sur 
viving age 60 show a good return on 
the premiums, in addition to the bene- 
fit of the life insurance protection af- 
forded in the meantime. 

An illustration of the workings of 
a policy issued at age 30 with pre 
miums payable to age 60 is given here 
with: 

Premium to secure 10 year income of 
$25 per month, $84.06; extra to con- 
tinue $25 per month for life $26.23, 
making a total annual premium of 
$110.29, less cash dividends which they 
be paid each year. During the 30 
years the total premiums without de 
ducting dividends would be $3,308.70, 
whereas the guaranteed cash is $3,720. 

The policy earns a cash dividend 
from the first year which continues 
not only until age 60, but also for the 
ten years from age 60 to 70 when the 
fixed income is being paid. 

Twenty Payment Contract. 

An illustration of a Twenty Pay- 
ment Life policy for age 30 is as fol- 
lows: 

Premium to secure a 10 year income 
of $25 per month $104.49; extra pre 
mium to continue $25 for life $31.68; 
total $136.17, less dividends declared. 








= et he bein Boge - 


ore 


hemos. 


Serer OF ee ET FF ve 


Perhtnere 6 ret eNrnret i ora Ot 





2 


THE EASTERN UNDERWRITER 


October 2, 1913. 





=a 








Total (gross) premiums for the twenty 
years $2,723.40; guaranteed cash sur- 
render value $3,720. 

Schedule of Rates. 

A schedule of premium rates on two 
forms—Income commencing at 60, pre- 
miums paid to age 60, and a twenty 
payment policy with income commenc- 
ing at age 60 ($25 per month, com- 
muted value of policy $2,596) is given 
herewith: 


Pem. to Extra for Twenty Extra for 
Age age 60 LifeIns, Payments Life Ins. 
21... $61.97 $17.30 $86.89 $22.93 
22... 63.86 18.06 88.55 23.75 
23... 65.86 18.87 90.29 24.58 
24... 67.99 19.71 92.11 25.49 
25... 70.25 20.64 93.98 26.40 
26... 72.66 21.62 95.92 27.38 
27... 75.23 22.65 97.92 28.38 
28... 77.98 23.77 100.02 29.43 
29... 80.93 24.97 102.23 30.53 
30... 84.06 26.23 104.49 31.68 
31... 87.43 27.62 106.85 32.87 
32... 91.04 29.12 103.34 34.14 
33... 94.96 30.72 111.91 35.45 
34... 99.17 32.47 114.59 36.84 
35... 103.76 34.35 117.42 38.30 
36... 108.72 36.44 120.35 39.82 
37... 114.12 38.65 123.44 41.45 
38... 120.04 41.14 126.68 43.15 
39... 126.33 43.84 130.09 44.94 
40... 133.64 46.85 133.64 46.85 
41... 141.53 50.17 
42... 150.31 53.87 
43... 160.12 58.03 
44... 171.13 62.74 
45... 183.62 68.06 
46... 197.84 74.18 
47... 214.22 81.25 
48... 233.30 89.52 
49... 255.76 99.29 
50... 282.63 111.04 

Policy in Full. 


The policy in full is reproduced here 
with: 

In consideration of the application 
for this policy, copy of which is at- 


tached hereto and of the ......cceoee 
RE SN OE bind xavisiceveccadae 
dollars, and of the payment cf a like 
amount UPON GCACR ....cccceses day of 
fakes gna nereatier untll ...<sceses 


full years’ premiums shall have been 
paid or until the prior death of the 
insured, promises to pay at the home 
office of the Company in the City of 
ORE DONE COs kecexewsictwsanrensens of 
Se ehaee awd onaeal > are 
ere rer rer , herein called 
the insured. a monthly income of 
twenty-five dollars each month for ten 
years certain (making 120 payments in 


all) commencing on the ......cccccees 
We GE icccisescses nineteen hundred 
eres if the insured be then 


living and in the event of the death 
of the insured thereafter to pay the 
further income payments, if any, to 
bere wate edeends ; or to pay said income 
commencing upon receipt at said home 
office of due proof of the prior death 
of the insured, and in that event to 
EP er ne DOROEENET io ccvcccsns 
ene right of revocation. If 


the beneficiary shall survive the in-' 
sured but die before receiving all the 
income payments due under this pol- 
icy, the unpaid instalments shall be 
commuted and shall be paid in one sum 
to the executors, administrators or as- 
signs of such beneficiary, unless other- 
wise herein provided. | 

Any indebtedness hereon to the Com-' 
pany and any unpaid portion of the 
premium for the then current policy. 
year will be deducted in any settlement 
under this policy. | 

Change of Beneficiary—When the 
right of revocation has been reserved, 
the insured, if there be no existing as- 
signment of the policy filed with the 
Company as herein provided, may, 
while the policy is in force, designate 
a new beneficiary, with or without re- 
serving right of revocation, by filing 
written notice thereof at the home of- 
fice of the Company, accompanied by 
the policy for suitable endorsement; 
hereon. Such change shall take ef- | 
fect upon the endorsement of the same 
on the policy by the Company and not! 
before. If any beneficiary, under 
either a revocable or irrevocable desig: | 
nation, shall die before the insured, the 
interest of such beneficiary shall vest’ 
in the insured, unless otherwise here- 
in provided. 

Payment of Premiums.—Except as| 
herein provided the payment of a pre-| 
mium or instalment thereof shall not| 
maintain the policy in force beyond, 
the date when the next premium or in-| 
stalment thereof is payable. 

All premiums are payable in advance 
at said home office or to any agent of 
the Company upon delivery on or be- 
fore date due of a receipt signed by an 
executive officer, to wit:—President, 
vice-president or secretary of the Com- 
pany, and countersigned by said agent. 

Commuted Value—The commuted 
value of the monthly income payable 
hereunder on the same date as the first 
monthly payment is due, is two 
thousand five hundred and ninety-six | 
dollars, and if there be no beneficiary } 
when the policy becomes a claim by 
death, the Company will pay such com- 
muted value to the executors, admin- | 
istrators or assigns of the insured in 
one sum, in lieu of the monthly in- 
come 








Annual Dividends. 

This policy shall participate in the 
surplus of the Company and the pro- 
portion of the divisible surplus accru- 
ing hereon, shall be ascertained and 
distributed annually by the Company. 

Dividend Options. 

At the option of the insured or the 
owner of this policy such dividends 
GATE Oi TDD io vc tenet asesnwers day of 
ates alsa of each year be either (1) 
paid in cash; or, (2) applied toward 
the payment of any premium or pre- 
miums; or, (3) applied to the purchase 
of paid-up additions to the policy pay- 
able in one sum either at death or on 
maturity of the policy; or, (4) left to 

(Continued on page 4.) 








Great Southern Life Insurance Company 


J. S. RICE, President HOUSTON, TEXAS J. T. SCOTT, Treasurer 


OUR RECORD 


COMMENCED BUSINESS NOVEMBER 1, 1909 
INSURANCE IN FORCE 





GROSS ASSETS (paid-for basis) 
Dec. 31, 1909 $655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


August 31,1913 1,441,027.98 20,687,142.00 





FOR AGENCY CONTRACTS ADDRESS 
O. S. CARLTON, Vice-President - - HOUSTON, TEXAS 








The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





TEN MILLION DOLLARS 


Deposited With The State of Indiana For The Sole Protection of 
Policyholders 





Good Territory and Remunerative Contracts for Men Who Can 
«Do Things”’ 


Address CHARLES F. COFFIN, 2nd Vice President 
1231 State Life Building 








CALL ON COMPTON 





The Service Route to Success 


By the Compton way, every client 
becomes a champion of your business 
COME IN AND TALK IT OVER—CALL TO-DAY 


WILLIAM N. COMPTON, General Agent 






S—misiat > — 


INSURANCE COMPANY 


OF BOSTON MASSACHUSETTS 


220 BROADWAY 
PHONE 6030-6031 CORTLAND 


CALL ON COMPTON 


Lire 


CALL ON COMPTON 





NOLdUNOD NO 'TIVD 






































PEACHESI~ Fg 








If these peaches were 
policies, which would 
you choose? 








Forget for a moment that you are a seller of insurance; 
} put yourself in the place of the man who buys it. Other 
things being equal, wouldn’t you choose the policy that 
costs you the least? 


In this day of insurance when most companies are safe and 
most policies sound, PRICE and PROFIT are the points 
that win the final decision of the buyer. 
“It pays to work for the Union Central’. 
Central pays larger dividends to policy holders than any 


And that is why 
The Union 


other company, and therefore offers a “Net Premium Rate 
Lowest of All’’. This is ‘‘the argument that gets the 
business’” every time. 

For open territory address Jesse R. Clark, 

Pres., or Allan Waters, Supt. of Agents. 


Che Bunion Central Life Insurance Co. 
OF CINCINNATI 
**Net Premium Rate Lowest of All’’ 
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RBTURN PREMIUMS EXBMPTED 


IN AMENDMENT TO INCOME TAX. 








Both Mutual and Stock Companies in- 
cluded—This Victory Saves Policy- 
holders $700,000 Annually 


The returned portion of premiums 
contained in dividends to policyholders 
in both mutual and stock life insurance 
companies are exempted from the 
| ederal Income Tax by an amendment 
to the Tariff Bill reported by the Senate 

11 House Conference Committee to 
the House at noon on Monday. The 
amendment is made in the four places 
required by the form of the Income Tax 
Section of the bill. In each instance it 
appears as an amendment to the Senate 
ar.endment granting certain exemp- 
tions to mutual marine insurance com- 
panies. The life insurance amendment 
reads as follows: 

“Life insurance companies shall not 
include as income in any year such 
portion of any actual premium received 
from any individual policyholder as 
shall have been paid back or credited 
to such individual policyholder, or 
treated as an abatement of premium of 
such individual policyholder, within 
such year.” 

if the Senate and House agree to 
the report of their conferees, about 
$100,000 a year will be saved to policy- 
holders by this amendment, according 
to an estimate prepared for Congress 
leaders recently. This figure is on the 
basis of the life insurance business 
done in 1911 on which the corporation 
tux was. paid in 1912. Furthermore, 
the amount of saving effected by the 
amendment will increase from year to 
year with the constant growth of life 
insurance business. Of course, in the 
pature of things, this estimate had to 
make certain assumption as to figures, 
but it is believed to be fairly near the 
amount involved. 

It is expected the House will act 
upon the report of the Conference 
Committee to-day, and the Senate will 
then take up the matter on Thursday. 

This eleventh hour exemption of 
dividends is the last of a series of 
amendments to the life insurance por- 
tion of the Income Tax legislation. The 
first changes were secured last Spring 
and there has been steady and persis- 


tent effort by life insurance men ever 
since to obtain additional relief for 


policyholders. Sometimes merely a 


word was changed here and there to 
make the meaning clearer, while at 
other times substantial changes, like 


the last one, were made. On the 
whole, life insurance has received much 
more liberal treatment under this bill 
as it appears in its final form than 
under the corporation tax act which it 
supersedes. 
Life Insurance a Public Benefit. 

Senator Sherman of Illinois in a 
speech in the Senate on the income 
tax said: 


“Life insurance is a protection. It is 


‘that 


rot bought for pecuniary gain. It 
ought to be cheapened and made easier. 
Instead of laying burdens on it the Gov- 
ernment ought to exempt it and the 
companies writing it from taxation. 
As a shelter for the helpless it has no 
equal and few substitutes. The un- 
certainty of life and the certainty of 
death are problems which face every 
man. Most men begin life poor. They 
marry; their wives are dependent upon 
them; children come into the world, 
and between the family and want there 
is only the earning power of the man. 
The creation of a family at once in- 
creases the liability of general so- 
ciety, because if the man fails to sup- 
port them the risk of becoming public 
charges arises. Through no fault of 
the man death often causes him to de- 
fault on his obligations. 

Life insurance is a device by which 
such defaults may be avoided, a process 
by which society may be relieved of 
what ultimately may be a public bur- 
den. It capitalizes the future earning 
power of the head of the family. That 
it is not an investment in the ordinary 
meaning of that word is conclusively 
shown by the fact that men almost 
never voluntarily seek it. They know 
that, measured by the standards of 
business, it means not profit but sac- 
rifice. Life insurance is not an invest- 
ment; it is a tax, a voluntary tax, by 
which society is protected and social 
defaults prevented. 

Sound life insurance leaves nothing 
to chance. There is not so certain a 
business obligation in the civilized 
world as the modern life insurance pol- 
icy. It never trifles with its obliga- 
tions; it does not guess at how it will 
pay its obligations. Life insurance 
takes unorganized life and organizes 
it; it takes unrelated money, that 
would otherwise be scattered and lost, 
assembles it and turns it from all 
quarters of the civilized world into 
great financial reservoirs through co- 
operation, from which States, cities, 
industrial and private obligations may 
draw for their upbuilding and for th 
support of social obligations. 


The average man can. understand 
large value devoted to certain 
remedial purposes, such as hospitals, 
should not be taxed; he can under- 
stand why some billions of dollars in 
this country of value belonging to th 
various church organizations, devoted 
both to a remedial and a preventive pur- 
pose, ought not to be taxed... The diffi- 
culty is to appreciate the fact that in 
life. insurance there is another great 
accumulation of securities, so wise in 
its obligation to society, so beneficent 
in its influence upon the family, so 
powerful in its assistance to the State, 
so destructive in its opposition to want, 
to ignorance, to crime, that its appeal 
for exemption from further taxation 
is as much entitled to consideration in 
this chamber as any that can come be- 
fore a legislative body. Instead of be- 
ing further taxed, it ought to be re 
lieved of some of its burdens.” 


PENALIZES DIVIDED PREMIUMS. 


New York Life Makes New Rules Gov- 
erning Club Membership—-No 
Allowance For Term. 


Notice has been served on all agents 
of the New York Life in this country of 
important changes in the rules for 
membership in the $100,000 and $290, 
000 clubs for the club year 1913-1914. 
It is proposed that Term insurance 
shall not count in the volume of pro- 
duction upon which club membership 
is obtained. 

Where quarterly or 
premiums are accepted the business 
will count only pro rata. In other 
words if only a quarterly premium has 
been paid on a $5,000 policy it will 
count for $1,250. 

The new rules are set forth by 
President Buckner as follows: 

1. Term insurance will not count in 
either club. 

2. Policies upon which premiums are 
payable otherwise than annually will 
count pro rata; that is to say, a quar- 
terly policy written within the club 
year, upon which only one quarterly 
premium ‘has been paid will count for 
one-quarter of its value; if two 
quarterly premiums have paid, 
such policy will count for one-half of 
its face; if three quarterly 
are paid, for three-quarters of its face; 


semi-annual 


Vice- 


face 


been 


premiums 


if four quarterlies have been paid, it 
will count for full amount, provided 
that in each instance such policy has 


not lapsed by non-payment of a prem- 
ium prior to August 15, in which cass 
no part of the policy will count fo 
volume. The same rule 
annual policies. 

3. Any 
paid-for 
surance) 


agent whose total volume of 
(excluding term in- 
counting quarterly and semi- 


business 





arnual policies at face value, shall 
equal $225,000 during the club year, 
but who fails to reach $200,000 on the 
pro rata basis described above Rule 
2 will be declared, nevertheless, a 
member of the $200,000 club; likewise, 
any agent whose paid business amounts 
to $125,000, counting semi-annual and 
juarterly policies at face value, bu 


who fails to reach $190,000 during the 


club year under the pro rata basis, 
will, nevertheless. be declared a mem- 
ber of the $100,000 club. In all contests 
for official positions in either club, vol- 
ime and number of applications will 
be counted strictly in accordance with 
Rules 1 and 2 above. 
Wants Permission to Sell 

The trustee in bankruptcy of the 

Columbus Securities Co. has asked pet 


mission to sell to Ernest L. Tustin of 
Philadelphia l 
the shares « é 
Standard Life of Camden, now in his 


: om ate 
for $5.67% per 


f 


possession or under his control. The 
offer is conditioned on there being not 
less than 8,100 shares. Some of these 


BANS TBRM INSURANCE 


shares are subject to a lien of $22,500 
and interest. 

The question will be 
meeting of the 
October 10. 


decided at a 
creditors called for 


TO AVOID MISUNDERSTANDING. 
New York Life Will Continue Use of 
Slip as to First Dividend 
Payment. 

At the recent $200,000 club meeting 
of the New York Life the advisability of 
attaching a slip to the face of a policy 
notifying the assured that no dividend 
would be paid during the first 
year was dis« , several of the com 
pany’s representatives having 
that the practice be abandoned. The 
decision of the body as a 


policy 
ussed 


urged 


vhole was 


overwhelmingly in favor of its continu- 
ance. 

Some representatives have been re- 
moving the slip before delivering the 


policy. Vice-President Buckner states 
that any agent doing so hereafter will 
be subject to the cancellation of his 
contract 

The slip reads as follows: 


Notice to Policyholders Regarding 
Dividends. 
The Insurance Law of New York re- 


quires that the company shall annually 


ascertain and distribute the surplus 
apportionable to all policies issued op 
and after January 1, 1907. To prevent 





misunderstandings, the officers of thi 
company think it proper to state that 
as policies do not earn any surplus in 
the first year of their existencce, there 
will probably be 


no dividend paid until 
two years from the date when the pol- 
icy takes effect 


New-York Life Insurance Co 
M. W. TORREY WITH COLOGNE, 
Former President of Manhattan Life 


Will Handle Reinsurances For 
Foreign Company. 


With offices at No. 1 Liberty street 
New York, Morris W. Torrey, former 
president of the Manhattan Life, will 
be e United States representati 
the Cologne Re rance Co ul ( 
Germany, having supervision of i hife 
department 

Mr. Torrey possesses a wide rele 








years he ntified with 
Central Life of Cincinnati 
uaria department vhile h 
serivece with the Manhatta 
ided the following office 
secretary, vice-president and 
president. He is a member of the Ac 
tuarial Society of Americ and ell 
equipped for the new dutie iss ed 
In his announcement, Mr. Torrey 
says that the Cologne, which has $1, 
462,718 on deposit ir l country, ha 
an entirely new method of reinsuri 
which is automatic; that the compa 
confines its business solely to re 
ance having no agents and ac ti 
no direct business 
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An Opportunity to Make Money! 


The Prudential provides all the requisites 
for success in Life Underwriting. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 
Home Office, NEWARK, N. J. 


Incorporated as a Stock Company by the State of New Jersey 


FORREST F. DRYDEN, President 


Write about an agency 
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HOME LIFE’S NEW POLICY. 





(Continued from page 2.) 


accumulate to the credit of the policy 
with interest at the rate of three per 
centum per annum and payable in one 
sum at the maturity of the policy, but 
withdrawable on any anniversary of 
the policy. 

Automatic. 

Unless the insured or the owner shall 
elect otherwise within three months 
after the mailing by the Company of a 
written notice requiring the election of 
one of the options above stated, the 
dividends shall be applied as per op- 
tion (3) to purchase paid-up additions 
which may be surrendered for cash at 
any time. The cash value thereof shall 
not be less than the original cash divi- 
dend as per option (1). 

After Maturity. 

After this policy shall have matured 
it shall participate in the divisible sur- 
plus of the Company during the ten 
years while the income payments are 
guaranteed. 

Application of Dividends. 

If the dividends be left to accumulate 
to the credit of the policy as per op- 
tion (4) above, the insured may on any 
enniversary apply the accumulated 
amount to shorten the period during 
which premiums are payable hereun- 
der. 

Semi-Annual or Quarterly Premiums. 
Mode of Payment Changed. 

The mode of premium payments may 
be changed by the owner of this policy 
by written notice to the Company at 
its home office not less than forty-five 
days prior to any anniversary date, 
from annual payments to semi-annual 
or quarterly instalments, or vice versa, 
at the premium rates and on the con- 
ditions in force at the date hereof. 

Surrender and Loan values are quoted 
in the table below for completed years 
enly; but if a policy be continued in 
force by semi-annual or quarterly pay- 
ment for a fraction of an additional 
year, the surrender values will be pro- 
portionately increased for the addi- 
tional time the policy is thus main- 
tained in force. 

Loans and Surrender Options. 
Loans, Policy Sole Security. 
After two full years’ premiums have 
been paid and while this policy is in 
force the Company will advance, with- 
in ninety days after an application for 
loan is received, on the due assign- 
ment or pledge of the policy and on 
the sole security thereof, an amount 
which with any existing loan hereon, 
and with interest to the end of the 
current policy-year on the total loan, 
and with any unpaid portion of said 
current policy-year’s premium, shall be 
equal to or, at the option of the owner, 
less than the cash value at the end of 
such current policy-year; interest on 
the loan will be at the rate of six per 
centum per annum, payable in advance 
and this interest if not paid annually 
shall be added to the existing loan and 
shall bear interest at the rate at which 
the loan is made. Failure to repay 
any such advance or to pay interest 
shall not avoid this policy unless the 
total indebtedness hereon to the Com- 
pany shall equal or exceed the cash 
value at the time of such failure, nor 
until one month after notice shall have 
been mailed by the Company to the 
last known address of the insured and 
of the assignee of record, if any, at 
the home office of the Company. 

Surrender Options. 

After this policy shall have been in 
force two ful] years, the owner, with- 
in three months after any default in 
payment of premium, but not later, 
may elect (a) to surrender the policy 
for its cash value; or, (b) to have the 
insurance continued in force as term 
insurance from the date of such de- 
fault, without future participation and 
without the right to loan or cash 
values, for an amount equal to the face 
amount of this policy and any outstand- 


ae dividend additions, less any indebt- 
edness to the Company hereon and in 
addition thereto, if the value be suffi- 
cient, as herein set forth to purchase 
non-participating paid-up pure endow- 
ment payable in one sum; or, (c) to 
purchase paid-up participating endow- 
ment insurance payable in one sum at 
the same time and on the same condi- 
tions as this policy. 
Cash Value. 

The cash value under option (a) 
after premiums have been paid for two 
full years or more shall be the entire 
reserve at the date of default, accord- 
ing to the American Experience Table 
of Mortality, with interest at the rate 
of three per centum per annum, sub- 
ject to the deduction of a surrender 
charge which in the second and third 
year shall be not more than one and 
one-half per centum of the amount in- 
sured by this policy and which will 
diminish in~ subsequent years until, 
after premiums have been paid for 
ten full years or more, there shall be 
no surrender charge. From such cash 
value any indebtedness to the Com- 
pany existing at the date of surrender 
shall be deducted. 

Paid-Up or Extended Insurance. 

The term for which the insurance 
will be continued under option (b), or 
the amount of the paid-up participating 
endowment insurance obtainable under 
option (c), shall be such as the cash 
value less indebtedness obtainable un- 
der option (a) will purchase at the at- 
tained age of the insured at date of 
default when applied as a net single 
premium according to the reserve basis 
aforesaid. If the cash value less in- 
debtedness so applied to the purchase 
of term insurance shall be more than 
sufficient to continue the insurance to 
the end of the endowment period named 
in this policy, the excess of the cash 
value over the sum of the indebted- 
ness and the single premium for the 
term insurance shall be used as a net 
single premium according to said table 
of mortality and rate of interest to 
purchase non-participating paid-up pure 
endowment, payable in one sum at the 
end of said endowment period if the 
insured be then living, but not other- 
wise. 

Table of Minimum Loan and Surrender 
Values. 

The figures in the following Table 
give the minimum values available at 
the end of complete policy years if 
there be no indebtedness against the 
policy and provided prentiums have 
been paid in full for the number of 
years stated. These values will be in-| 
creased on account of any dividends 
which have been allotted and have not 
been withdrawn in cash up to the date 
of surrender or loan. If there be any 
indebtedness to the Company the fig- 
ures will be modified as hereinbefore | 
provided. 








Years 

2... $101.40 $202 6-3. ae 
3... 175.36 343 8 8 

4... 258.41 496 13 0 

5... 344.20 644 17 3 

6... 426.37 781 20 8 

7... 517.95  —_ oe 57 
8... 612.68 1,075 22 .. 317 
.... Tess 1236 21 tt. 563 
10... 811.56 1,360 320 .. 802 
11... 909.64 1,490 19 1,015 
12... 1,011.30 1,617 18 1,220 
eee es he a ne 
14... 1,226.04 1,869 16 .. 1,607 
15... 1,339.46 1,994 15 1,789 
16... 1,457.16 2116 14 1,965 | 
17... 1,579.35 $338 18 .. 2181 
18... 1,706.30 357 12 2,292 
19... 1,838.25 2477 11 2,448 


20. 1,975.50 2,596 


The loan values provided for in this 
table for the end of policy years can| 
be obtained (less interest) during ae 
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policy years, as set forth above under | 
caption “Loans and Surrender Options. ”| 

Values for later years will be poll 
puted upon the above stated basis and | 
will be furnished upon request. 


(Continued on page 6.) 





HOME LIFE 
INSURANCE COMPANY 


‘OF NEW YORK 


—The Fifty-third Annual Statement 
of the Home Life Insurance Company, 
of which Geo. E. Ideis President, shows || 
that most satisfactory progress has || 
been made during the past year; that 
the gain in insurance in force is over 
five and one-half millions, the amount 
in force being now nearly $111,000,000. 
After providing for the various funds 
for the protection of the policy obliga- 
tions, there remains upon a most con- 
servative basis of valuation a surplus 
of nearly two millions, over and above 
the fund of two and one-half millions 
which is set apart for deferred divi- 
dends, an item ordinarily included in 
the surplus account. The payments to 
policyholders during the year amounted 
to nearly three millions, including over 
half a million dollars in dividends to 
policyholders. 
fhe Com’cl & Fin’el Chron.”’ 1-25-13 


For Agency apply to 


GEORGE W. MURRAY, Supt. of Agts. | 
256 Broadway, New York, N. Y. 














UNEXCELLED IN 
Favorable Mortality 
——AND— 

Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced by 
Annual Dividends. 








THE 
FIRST MUTUAL 


Chartered in America 


NEW ENGLAND 


MUTUAL LIFE 
INSURANCE CO. 


BOSTON, MASS. 


Operates on a full 3 per cent. Reserve 
under Massachusetts Law, and 
offers the very best possible 
security, with a safe, 





equitable contract 
FINANCIAL STATEMENT 
Assets Jan. 1,1913..... $61,418,397.99 
Liabilities.............. 57,329,587.56 
eo Er re ee 4,088,810.43 


Alfred D. Foster, President 
D. F. Appel, Vice-President 
J. A. Barbey, Secretary 
Wm. F. Davis, Asst. Secretary 
J. G. Wildman, Asst. Secretary 


EDWARD W. ALLEN, a 
220 Broadway, New York 


LATHROP E. BALDWIN, Manager 
141 Broadway, New York 


CHARLES H. STRAUSS, General Agen: 
200 Fifth Avénue, Now York 








You Wish To Be Paid Well 


for your efforts. Producers receive 





liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 


Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


For particulars address 


THE MANHATTAN LIFE 
INSURANCE COMPANY 
66 BROADWAY NEW YORK 











BERKSHIRE 
LIFE 
INSURANCE 
COMPANY, 
Pittsfield, 
Mass. 





Liberal Contracts to Productive Agents 


If unattached and interested, kindly give 
us your name, age, address, state experi- 
ence and furnish references, and a proposi- 
tion for an agency, if in authorized territory, 
will be submitted. 


W. D. WYMAN, President 


W.S. WELD, Superintendent of Agencies 








Genuine Opportunities ! 





ra ti in nev 


who are “delivering producers.” 


an opening. 





territory and in old territory. 


During the last twelve months we have made contracts with several general 


For a long time their eyes 


d been turned toward this Company, and they were the kind of men this 
Company looks for---vigorous men, enthusiastic men, men of high ideals,--- 
If you are such a man, and need a broader 
field for your abilities, we should be glad to hear from you,---we may have 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 
SPRINGFIELD, MASS. 














Ji 
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A NEW SBRVICE FOR BROKERS 


JOHNSTON & COLLINS CO.’S PLAN. 








Takes Surplus Business From Agents 
and Brokers Under Novel 
Service System. 





The complex needs of the insuring 
public due to the remarkable develop- 
ment of the business in recent years, 
has made it increasingly difficult to 
get expert and efficient service in all 
lines without having to negotiate with 
a number of different offices and under- 
taking an enormous amount of detail. 
The average agent or broker feels the 
inadequacy of the system of writing 
business, when, in order to place a few 
risks in different branches of insurance, 
compelled to “shop” up and 
down the “Street,” wasting valuable 
time and necessitating a great deal of 
record keeping. The Johnston & Col- 
lins Co., of New York, has perfected 
a system of service whereby all this 
waste is eliminated and the agent or 
broker is relieved of all detail as soon 
as he secures the risk. 

This service is different from any- 
thing that has heretofore been avail- 
able for agents and brokers. It is on 
a strictly non-competitive basis and is 
in effect a clearing house for surplus 
business. For instance, a life insurance 

sent Who has an accident risk, or a 
re-insurance broker with a life insur- 
ance case, can turn his business over 
to the Johnston & Collings Co. and 
either have it written in any company 
desired, or leave it to the Johnston & 
Collins Co. to get the best protection 
possible. That is one of the chief 
features of the service, getting the best 
protection for the policyholder and the 
best terms for the agent. Often an 
agent can get better terms through 
an office that turns large lines over to 
the companies than he can get direct. 

The average broker knows little about 
the different classes of business and he 
usually ties up to some one office in 
each line on which he depends for 
service to his client, the policyholder. 
The great objection to this common 
practice is that the business, of course, 
goes to that one particular company, 
whether life, accident, liability, etc., as 
the case may be, which was represent- 
ed in the office which the broker chose 
to tie up to. This is neither efficient 
service to the broker nor to the policy- 
holder. In order to meet this condition 
and give this service to both agent or 
broker and policyholder, the Johnston 
& Collins Co. established a clearing 


n is 


house, such as never had been used 
before in the business, with separate 
departments for each branchh of the 
business and a specialist at the head 
of each. 

The basic idea was that the broker 
could turn his business over to this 
office, confident that he would not be 
exposed to competition in doing so and 
equally confident that, if the policy- 
holder had no special preference as to 
company, he would get the best policy 
for the money. In addition there was 
of course, the big factor for the agent 
or broker in the saving of time which 
could be used in getting new business. 
He wouldn’t have to “shop” his busi- 
ness; he would have no miscellaneous 
records to keep and accounts to watch 
with several other offices. 

In describing the service they had 
evolved, George W. Johnston, president 
of the Company, laid particular em- 
phasis on the point that their clients 
were protected in respect to competi- 
tion to the last degree and even in the 
case of the death of an agent or broker 
having an account with them, the sur- 
viving wife or other rightful benefici- 
aries would be paid the renewals and 
the business looked after just as care- 
fully as before. In the case of an 
agent going away on a long absence, 
the Johnston & Collins Co. make all 
collections, tend to renewals, and 


handle the agent’s business so that it| 


goes on without interruption. 
This remarkable and unique service 


is made possible by the size and re | 


sources of the Johnston & Collins Co. 
As a firm it was prominent for many 
years and in 1909 the business was in- 
corporated. To-day, the Company tran- 
sacts a very large business in depart- 
ments. The Johnston & Collins Co. is 
general agent for the Travelers Insur- 
ance Co. and for the past four years 
this general agency has stood first in 
amount of new business written for that 
company. In 1911 and 1912, it stool 
respectively fourth and third in amount 
of accident and health 
course, is only part of the life and ac- 
cident business of the Johnston & 
Collins Co., for it has on its books open 
accounts with 


| 


business. This) 


a dozen other life in-| 


surance companies and twice as many| 


accident and health companies. The 
office has running accounts with over 
a hundred fire insurance companies, all 
the prominent liability, surety, plate 
glass and automobile writing com- 
panies and nearly two hundred agents 
and brokers have accounts with them. 

George W. Johnston, president of 
the Company was presented with the 
Calef Loving Cup by the National As- 
sociation of Life Underwriters at its 
recent convention, ‘for the best essay 

(Continued on page 10.) 








AN AGENT’S SOLILOQUY 





In calling attention to the fact that the agents not members of the New 
York Life’s clubs, numbering 3,500 as against the clubs’ membership num- 


riy + hx 
ing 620, 


wrote only about one-half as much business as the clubs, Vice- 


President Thomas A. Buckner suggests to the Agents who are among the 
majority, that they speak to themselves as follows, a soliloquy that might 
well be taken to heart by the great army of life men: 


“In a business different from any other 


where practically every adult 





whose life has an insurable value is my prospect, I am tired of going along 
at a snail’s pace, tired of getting a small and unremunerative business while 
other men no better than I, possibly not so well equipped, are appearing 
constantly on the list of the company as producers of prominence, and are 
evidently making much more money than I am. The company recognizes 
their worth, regards their work quite as definitely an asset as are the 
securities in its vaults. I want to be enrolled on the list. I want to meet 
and know the other bright minds in the business. I want to learn from them 
how to make myself a man of consequence in my vicinity, a bigger man 
in my family and among my circle of friends. I see an avenue by which to 
reach these ends, through membership in the clubs. Whether I make it or 
not rests solely on me. It’s the only club I know of in which there are no 
dues or initiation, no subscriptions, no jealousies, no politics, and a man’s 
race or religion is never asked about. I surely can earn a seat in so demo- 
cratic an organization. If I can’t I want to know the reason why. I have 
nine months left in which to find out, and I will be present at the next gather- 
ing of the company’s prominent people if God spares my life and gives me 
health and strength to do a man’s work in the vineyard of life insurance!” 











Changes Valuation. { 
. 
The Standard Life of Pittsburgh nas|} The Equitable Life 
changed its method of valuation from 
of lowa 


the full preliminary term to the modi- 
fied preliminary term plan. 

The Standard has recently contracted | | offers, as helps to selling its policies 
with George E. Priest as general agent (which are liberal and up to date) 
for four counties in Western Pennsyl- : . 
vania. Mr. Priest was for several Moderate Premiums, Highest Interest 

Earnings and Low Mortality 
Experience, resulting in 
LOWEST NET COST 


years manager for the Columbian Na- 
See Official reports or other publications 





tional Life. 





Licensed in North Carolina. 








The National Life Insurance Co., 
U. S. A., have been licensed to transact 
a life, health and accident business in 
North Carolina. 


A history of conservative and Econom- 
ical Management for more than Forty 
Years; Deposit of full reserve to secure 
Policies, ete. 

These are effective helps with intelli- 
gent prospects. 





Walter Barger one of the star busi- 
ness producers of the International Life | ges 
of St. Louis, has been made field super- | Separate Territories to Agents 


intendent for the Company with head-j LONG CONTRACTS—FAIR TERMS 














quarters at the head office. 
IN FACT, AS WELL AS IN NAME 


STATE MUTUAL LIFE INSURANCE COMPANY 


JOHN W. MADDOX, President 
Rome, Georgia 
Offers to good producers some excellent territory in Georgia, Alabama, 


Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


Ly invevested take A. B. UTTER, Agency Manager, 


the matter up with 


Head Office 
Rome, Georgia 








1850 1913 


THE UNITED STATES LIFE INSURANCE COMPANY 


IN THE CITY OF NEW YORK 
ISSUES GUARANTEED CONTRACTS 


Good men, whether experienced in life insurance or not, may make direct contracts with this 


, for a limited territory if desired, and secure for themselves, in addition to first year’s com- 


1ission, a renewal interest insuring an income for the future. Address the Company at ite Home 
Office, 277 Broadway. New York City 
JOHN P. MUNN, M. D., President 
FINANCE (CLARENCE H. KELSEY, Pres. Tithe Guarantee and Trust Co. 


COMMETTER (WILLIAM H. PORTER, Banker EDWARD TOWNSEND, Pres. Importers and Traders Nat. Bank 








San Antonio Life Insurance Company, *"7:x50""° 


HENRY A. HODGE, President 


Surplus to Policyholders | Insurance in Force, $4,715,584.00 


$388,324.02 | 2064 policies, with prems., $163,100.92 
GAINS DURING 1912 
Aascts Premium Income Interest Income Policy Reserves 
$57,088.47 $18,704.10 $6,806.67 $64,529.10 
INSURANCE IN FORCE, $631,934.00 
GROWTH IN ASSETS 
1910—$126,085.00 1911—$485,915.57 1912—$543,064.04 








REMEMBER 


The Texas Life Insurance Company 
OF WACO, TEXAS 
Is the pioneer life insurance company of 
the Southwest 
ATTRACTIVE POLICIES and LIBERAL CONTRACTS. 

















NEW ORLEANS, LA. 
Cc. H. ELLIS, President 
Has just completed a most successful business year. Its first nine months’ work 
shows a phenomenal record achieved in the Insurance World. Send for our Financial 
Statement as of January Ist. The Pan-American Life Insurance Company has a 
few openings for ambitious, energetic, live Life Insurance Men of character and 
ability. For further partieulars address: E. G. SIMMONS, Vice-President, 
WHITNEY CENTRAL BUILDING, NEW ORLEANS, LA. 








PAN-AMERICAN LIFE INSURANCE COMPANY 


=. 











The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


Insurance in force over Twenty Millions of dollars. 

Assets over One Million. 

Business received first eight months, 
(average One Million a month). 

We want a capable general agent for vacant office. 

Important open territory. 


1913, over Eight Million 
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MUTUALIZATION UNCHECKED 


COURT REFUSES TO INTERFERE. 





Appraisers Appointed to Value Pruden- 
tial Stock May Proceed With 
Their Work. 





The New Jersey Court of Errors and 
Appeals has refused to grant the re- 
quest for an injunction, asked for by 
counsel representing minority stock- 
holders, to stay the proceedings now 
under way for the mutualization of The 
Prudential. 

The court also heard a motion made 
by Richard V. Lindabury representing 
the Company, and opposed by Robert 
H. McCarter for the minority stock- 
holders, asking the dismissal of the ap- 
peal carrying up the order of Chancel- 
lor Walker appointing three appraisers 
to value the stock of the Company. 
The court announced that this motion 
would be considered at the general con- 
ference to be held October 9. 

In his argument on this question, Mr. 
Lindabury said: 

“It is perfectly obvious that,the ap- 
pellants are not aggrieved by the order 
from which they have taken an appeal. 
The order merely. sets in motion the 
proceedings necessary to make the ap- 
praisement authorized by the statute. 
The appraisement directed to be made 
will not be binding upon any one. 
When completed, the chancellor may 
confirm, modify or entirely disapprove 
it. 

“The order, therefore, leaves the ap- 
pellants with every right of property 
and every right to object to the con- 
summation of the mutualization of The 
Prudential, which they had previous to 
the making of the order. The order 
leaves the subject matter of the con- 
troversy precisely where it stood be- 
fore. 

“The order is like an order of ref- 
erence to a vice-chancellor, a mere 
interlocutory movement in the proceed- 
ings authorized by statute. It does not 
involve a decision upon any matter 
touching the merits of the controversy. 
It does not directly affect the pecuniary 
interests of the applicants. No right 
of property of the applicants is estab- 
lished or divested by it, and conse- 
quently, there being no injury to re- 
there can be no appeal.” 

HOME LIFE’S NEW POLICY. 


(Continued from page 4.) 


dress, 





Automatic Extended Insurance. 
On Default. 


On default in the payment of any | 


remium hereon the insurance shall be 
continued, without action on the part 
yf’ the insured, as paid-up non-partici- 
ating. term insurance as provided in 
yption (b) afor esaid if the insured shall 
not within three months after such 
default surrender this policy to the 
Company at the home. office for its 
sh value, or paid-up insurance. 


Premium Liens. 
Unpaid Premiums Advanced. 

In lieu of automatic extended insur- 
ance the Company will, on receipt of 
a satisfactory request from the owner 
hereof at any time prior to default in 


ent of any premium, advance the | 
ount o inpaid premium as a 
lien on the policy with interest in ad- 


vance at the rate of six per centum per 
, after deducting from the cash 
value all existing indebtedness and in- 
terest thereon to the end of the period | 
unpaid premium applies, 
shall equal or exceed the 
overdue ‘premium with interest to the 
same date. premiums will 
in like manner be advanced from time 
to time as they fall due until the cash 
value as aforesaid is not sufficient to 
cover the accumulated indebtedness 
and advance the rm. Any in- | 
debtedness thus created shall be a first 
charge against the policy and all pro- | 
ranking in priority to 
the claim of any beneficiary or as- 
signee. 


If the 


to which the 


the balance 


Subsequent 


premi 


ceeds thereof, 


cash value or balance thereof / 











be not sufficient to pay the entire prem- 
ium and interest it shall be used to 
pay a quarterly premium and if in- 
sufficient to pay an entire quarterly 
premium any excess of the cash value 
hereon over the indebtedness shall be 
used to purchase extended term insur- 
ance as aforesaid. 

At any time while the policy may be 
thus continued the insured without 
medical re-examination may resume 
payment of premiums. 


Reinstatement. 
5 Years After Default. 


This policy may be reinstated at any 
time within five years from the date of 
default in the payment of any prem- 
ium, upon evidence of insurability 
satisfactory to the Company and upon 
the payment of the arrears of premiums 
and of any cash surrender value allow- 
ed to the insured with interest thereon 
at the rate of six per centum per an- 
num, and, at the option of the insured, 
either (a) upon payment in cash to the 
Company of any indebtedness which 
existed at said date of default together 
with interest t’eereon at the above rate, 
or (b) wpon 1 ..nstatement of such in- 
debtedness increased by the amount 
of interest thereon at the above rate, 
provided such reinstated increased in- 
debtedness does not exceed the loan 
value at the date to which reinstate- 
ment is made. 


Special Provisions. 
Free From Conditions. 

This policy and the application here- 
for constitute the entire contract be 
tween the parties hereto, and is free 
from conditions as to residence, travel, 
occupation, and military or naval ser- 
vice. All statements made by the in- 
sured shall, in the absence of fraud, be 
deemed representations and not war- 
ranties, and no such statement shall 
avoid this policy, or be used in defence 
of a claim hereunder, unless contained 
in the written application and unless a 
copy of such application be endorsed 
upon or attached to the policy when 
issued. 

Grace Period. 


A grace of one month (but not less 
than thirty days) without interest shall 


(Continued on page 7.) 





Ann STEVENS, Ae & ¢ o 


GREATEST 
ILLINOIS 
COMPANY 


WANTS GOOD MEN 
AND 
WILL PAY THEM WELL 


= . 





The B Best Company To Work For 7 One Which 


is making the most rapid progress because, among 

other good points, it grants the most complete 

protection to policyholders through combinations 

of Life insurance, Permanent Disability insur- 

ance, and Weekly Indemity for loss of time. 
For Agencies Address 


The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 


























Southwestern Casualty 
Insurance Company 
SAN ANTONIO, TEXAS 


Capital & Surplus. » . $290,000.00 
President, HOMER EADS 
Vice-President M. T. COGLEY 
Agents wanted everywhere in the State of Texas, for Accident, Plateglass, 
Burglary and Bonding Lines 








HALF PREMIUM POLICY, 
with attractive features, not ap- 
pearing in policy contract issued 
by any other Company, is doub- 
ling the earning capacity of the 
Agents of 


The Southern States Life 
Insurance Company 
ATLANTA, GEORGIA 


The Special Agent’s contract, with liberal first year’s commissions, 
and renewals, offers opportunity to men of character and worth. 





WILMER L. MOORE, President 











“A LIFE PENSION FOR YOU” 


A new idea in life insurance that 
appeals to self-interest. Best seller in 
the market to-day. Write for the booklet 


The Fidelity Mutual Life Insurance Company 
PHILADELPHIA 





L. G. FOUSE, President 








A COOD OPENING 


An old, well established, progressive life insurance with lled 
dividend record has good opening at PHILADELPHIA, covering Eastern Penn- 
sylvania. Address, stating qualifications: 

PHILADELPHIA, care of The . Underwriter 
1 William St., New York City 

















Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 


Seize the opportunity and 

Make a contract with one of the best 
Life Insurance Companies in America. 
Investigate for yourself, then 

Consider our proposition. 








C. H. JACKSON, Supt. of Agencies 


For particulars, address 
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HINTS TO BUSINESS GETTERS 





The statements of poli- 

Why They cyholders as to why 

Carried they carry life insurance 
Insurance. are always. interesting 
and make valuable ma- 
terial for use in further business get- 
ting. A life insurance man of long 
experience gives in the Detroit Life 
Bulletin reasons of several persons in 
different walks of life. 

A many ways wealthy man who had 
over a million dollars’ worth of gilt- 
edged, income-yielding bonds alone, 
owned a chain of prosperous country 
banks, and much valuable real estate, 
said: 

“I carry half a million dollars of 
life insurance because I know that a 
panic, or a series of short crop years, 
or foreign complications involving 
this country in years of serious strain 
if not fabulous expense—any or all of 
these things may come any time. 
Solid life insurance companies, of 
which there are now so many, would 
safely weather any such things be- 
cause of their various kinds of strong 
anchorage that your individual, how- 
ever diverse his investments, does not 
possess. And while such calamities as 
1 have mentioned—any great calamity, 
in fact—works all against the individ- 
ual, the effect is to steadily drive great 
numbers of people straight into the 
life insurance fold for protection, thus 
always providing continuous support 
for the life insurance business.” 

A business man on good salary and 
raising a family said: “I’m not very 
slow at figures, nor my wife and I 
very bad managers, yet neither of us 
can see anything else but that a fam- 
ily coming on to support, educate and 
marry off, and our having decided to 
do these things to about the limit of 
my salary, the life insurance that we 
carry on each of our lives, along with 
some sickness and accident insurance, 
is just about all the savings bank bus- 
iness we ever expect to do. Some of 
our life policies are on the endow- 
ment plan, which you know means we'll 
get a few thousands apiece to run us 
in old age. Nothing in all the world 
could induce us to let a dollar of our 
insurance lapse!” 

A mechanic’s reasons for keeping up 
his life policy were expressed thus: 

“If I had been putting the bulk of 
my savings into some savings bank 
instead of depositing them on my in- 
surance all these years, I can look back 
and see plain enough I'd certainly 
drawn out and spent every dollar of 
them during just the times we’ve been 
on strikes, to say nothing of sickness 
and accident times. I’ve three thou- 
sand gold dollars coming to me on my 
policy in another year or two, and when 
1 get it I surely will take out another!” 

A lady school teacher said that she 
was converted to life insurance by 
making up a neighborhood purse to 
bury a long-sick husband, who left his 
wife penniless. He never had the sim- 
ple a, b, ¢ foresight to provide even 
the least bit of insurance during the 
years he was well and working. 

Almost the sole redeeming thing 
ever known of a happy-go-lucky spend- 
thrift salesman, who recently died in 
St. Louis, was that he carried ten thou- 
sand on his life for his widowed mother 
and two orphaned sisters, all three of 
whom would otherwise have faced the 
poorhouse when he died. 

2 2 = 


Will G. Farrell, of the 


How He Penn Mutual Life, in 
Handled a_ discussing some of his 
Hard Case. hard cases said: 


“A great many meet 
me with the stock assertion: ‘It won’t 
do you any good to talk to me.’ I find 
this interrogatory answer effective: 
“Do you think I would insult your in- 
telligence by trying to bring you some- 
thing that would do only me some 
g00d? You’re more than twenty-one 
years old, and I know your judgment is 
mature enough to discern whether my 
proposal is for your good or mine. My 
time is worth as much, perhaps more 


than yours. If I give you half an hour 
of mine for an equal exchange of yours, 
without obligation, you certainly do not 
fear the result of a thirty-minute in- 
terview. If you do, be frank to tell me 
so.’ Of course he is not afraid of me, 
and my conversation is pressed upon 
him so closely, with so much earnest- 
ness, vigor and, if I know my work, 
interest, that he is soon looking me in 
the eye, and I am putting the lime- 
light of illustration upon the screen of 
his attention, and it’s my fault if I do 
not win. 

“A Young Genius connected with this 
office was met by a conservative old 
villager, who had three boys of an in- 
surable age, with the objection that old 
line insurance is uneconomic, as it 
costs more than it is worth; and he 
would not invite the Y. G. into his 
house to talk it over. In a flash the 
Y. G. said: ‘Why, man, The Penn Mu- 
tual Life, for nearly seventy years, has 
been selling insurance that costs you 
nothing.’ The villager unwittingly re- 
sponded; ‘Well, you'll have to show 
me.’ Assuming this to be an invita- 
tion, the Y, G. walked right in, saying, 
‘That, sir, is my profession. If you 
will sit right up here by your table 
fifteen minutes I’ll show you beyond 
dispute that my assertién is true.’” 





HOME LIFE’S NEW POLICY. 





(Continued from page 6.) 
be granted for the payment of every 
premium after the first, during which 
time the insurance shall continue in 
force. If death occur within the period 
of grace, the unpaid premium shall be 
deducted from the amount payable 
hereunder. 
Incontestable Age. 

This policy shall be incontestable, 
except for non-payment of premiums, 
after one year from its date of issue. 

If the age of the insured has been 
misstated, the amount payable here- 
under shall be such as the premium 
paid would have purchased at the cor- 
rect age. 

Suicide Assignments. 

This policy shall become null and 
void if within one year from its date of 
issue the insured shall commit suicide. 

No assignment of this policy shall be 
binding upon the Company unless such 
assignment or a certified copy thereof 
be filed with the Company at its said 
home office. The Company assumes no 
responsibility as to the validity of any 
assignment. 

Indebtedness. 
Reduction of Income. 

If this policy become a claim by 
death or by maturity and there be any 
indebtedness to the Company on ac- 
count of the policy at the time of such 
claim (including as such any unpaid 
portion of the premium for the then 
current policy year) and if such in- 
debtedness be in excess of the monthly 
payment then due and be not immedi- 
ately paid to the Company, the amount 
of each monthly payment during the 
period of ten years, as specified, shall 
be reduced by the proportion that the 
total indebtedness ‘bears to the com- 
muted value of the monthly income 
specified in the clause above headed 
“Commuted Value,” provided that, if the 
amount of each of such monthly pay- 
ments would be less than twenty dollars, 
the insurance shall not be paid by means 
of such monthly payments, but the 
total indebtedness shall be deducted 
from the commuted value of the instal- 
ments specified in the clause ‘headed 
“Commuted Value,” and the balance, 
if any, shall be paid in one sum upon 
the surrender of the policy duly re- 
leased. 

Agents’ Limitations. 

Agents are not authorized to modify 
this policy or to extend the time for 
paying a premium. 

In Witness Whereof, the Company 
has caused this policy to be executed 
See Ge HE ccnpscaee nineteen 
hundred and ..... sees 
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METROPOLITAN LIFE 


——_————, insarance Company 


(Incorporated by the State of New York) 


re naar 

Pa EA the People 
The Company > the People 
- For the People 


The Daily Average of the Company’s 
Business during 1912 was: 


536 per day in Number of Claims Paid. 


6,765 per day in Number of Policies 
Issued and Revived. 

$1,605,814 per day in New Insurance 
Issued and Revived. 

$256,199.07 per day in Payments to 
Policyholders and Addition to Re- 
serve. 

$148,616.61 
Assets. 
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per day in Increase of 


JOHN R. HEGEMAN, President 


METROPOLITAN LIFE INSURANCE COMPANY 
HOME OFFICE BUILDING 








J. G. WALKER, President W. L. T. ROGERSON, 2nd Vice-President 
E. D. HARRIS, Ist Vice-President A. 8. HURT, Secretary 
B. H. WALKER, Assistant Secretary 


The Life Insurance Company of Virginia 


ORGANIZED 187 
Home Office - - RICHMOND, VIRGINIA 
OLDEST - LARGEST - STRONGEST 
Southern Life Insurance Company 
The PIONEER Southern Industrial Life Insurance Company 
Its Policies are clear and definite in their prov ae and their values are absolutely 


guarantee 
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LIFE 


ACCIDENT HEALTH 


District Agents Wanted 


_ Throughout Pennsylvania MA 





Address 


Philadelphia Life Insurance Co. 


North-east Cor. Broad and Sansom Streets 
Philadelphia, Penna. 


























YOUR CARD 


as a representative of the ‘‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Impregnable Strength 
Incomparable Dividends 
Maximum Benefits 
Minimum Net Cost 


For Terms to Producing Agents, Addreas 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 
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RATEMAKING, OLD AND NEW. 





The special committee of the National 
Convention of Insurance Commissioners 
on Fire Insurance Ratemaking, will 
meet in Chicago next week to start its 
investigation of rates charged, the 
method of making rates and the effects 
of anti-trust and other laws on rates. 
A few years ago the labors of such a 
committee might be expected to deal 
almost wholly with possible reduction 
in rates and the disclosure, if possible, 
of evidence of concerted action on the 
part of the companies. Today, it is 
almost certain that the main efforts of 
the committee will be directed toward 
a determination of the security of the 
indemnity, the adequacy of the rates, 
the existence of discrimination due to 
competition, etc. 

The anti-trust laws that were rushed 
on the statute books of so many States 
in recent years had for their sole and 
avowed purpose, the establishment and 
maintenance of conditions of competi- 
tion by which it was thought the policy- 
holder would benefit in lower cost in- 
surance. The complete reversal in this 
attitude on the part of legislatures is 
seen in the Ramsey law enacted in New 
Jersey this year, which prohibits dis- 
crimination between risks in the State 
of the same general hazard and pro- 
vides that the companies may form a 
centralized organization and employ an 
expert who shall make the rate and see 
that no such discrimination is made. 
Instead of compulsory competition, this 
is compulsory co-operation and is the 
new order in both fire and casualty 
legislation. Likewise the cry heard in 
many States against the high cost of 
insurance, which resulted in State rate- 
making, has given way to a demand for 
adequate rates and security of indem- 
nity. State ratemaking usually result- 
ed in higher rates than were charged 
by the companies and these laws quick- 
ly fell into disfavor. The most con- 
spicuous instance of the new way in 
compulsory rating is supplied by Su- 
perintendent of Insurance Emmet of 
New York who, in the absence of 
authority to set the rates on liability 
insurance, which he says are inade 
quate, has compelled all companies to 
limit ther acquisition expense to 20 per 


cent. and this rule is now in operation. 
Adequate rates, compulsory co-operation 
and security of indemnity have taken 
the place of the old antagonstic pro- 
gram of legislation. 





“A TAX VICTORY FOR INSURANCE. 





Life insurance policyholders have 
reason to congratulate themselves on 
the final form of the income tax sec- 
tion of the tariff bill as applied to life 
insurance. The several levies that 
were incorporated in the original bill 
would, of course, have been borne by 
the policyholders in the form of higher 
cost, as any additional expense must 
necessarily be. “ Credit for the achieve- 
ment of preventing a threatened in- 
creased tax burden on insurance—a 
thing rarely accomplished—belongs to 
many. Conspicuous work in this con- 
nection, however, was done by the As- 
sociation of Life Insurance Presidents, 
through Robert Lynn Cox, its general 
counsel, and by Darwin P. Kingsley, 
president of the New York Life, whose 
handling of the income tax question 
was notable, both in his appearance 
before the Conference Committee at 
Washington and his memoranda on the 
subject. 

There is more in the achievement 
than the savings effected by the amend- 
ments secured, although these savings 
are very substantial, amounting to ap- 
proximately $700,000 annually. Law- 
makers both at the National capital and 
in the States, undoubtedly now have 
a clearer conception of the functions of 
life insurance than ever before. The 
exemption of the return portion of the 
premium, erroneously called “divi- 
dends,” for both mutual and stock 
companies is the one greatest feature 
of the amendments and came at the 
eleventh hour. This matter having been 
decided in connection with the Federal 
income tax, it can never again give 
serious trouble. That accomplishment 
was worth the whole fight. The vic- 
tory should give great encouragement 
to all life insurance men who realize 
that this is but tthe beginning of the 
fight on life insurance taxation. Carry 
the campaign into the policyholder’s 
home; let him realize fully the violation 
of principle involved in life insurance 
taxation; then even greater things may 
be accomplished in lifting the policy- 
holders tax burden. 





Forming in Missouri. 





Insurance agents are meeting in St. 
Louis to-day to form the Insurance 
Federation of Missouri, the purpose of 
the intended organization being to 
advance the interests of insurance both 
from an underwriters and from a policy- 
holders standpoint. 





1. Layton Register Dead. 





I. Layton Register, a life insurance 
man of prominence in the business and 
former president of the National Asso- 
ciation of Life Underwriters, died at 
his home at Ardmore, near Philadelphia, 
on Monday. Mr. Register was seventy- 
one years old. 





Insurance Commissioner J. A. O. 
Preus, of Minnesota, one of the most 
clear-headed of the governing insur- 
ance officials, is by no means con- 
vinced that State made rates are de- 
sirable, and does not hesitate to so 
state in his annual report. 


BiG CONGRESS PLANS GROWING 


COM. HATHAWAY IN NEW YORK. 








Eastern Institutions Show Great Inter- 
est in World’s Insurance Congress 
at San Francisco. 





The big eastern companies and in- 
surance organizations are taking a 
great interest in the World’s Insurance 
Congress to be held in conjunction 
with the Panama-Pacific International 
Exposition at San Francisco. W. L. 
Hathaway, of San Francisco, Commis- 
sioner of Insurance of the Exposition 
and at the head of the World’s Insur- 
ance Congress, is now in New York 
and has been entertained by a number 
of companies and organizations which 
desired to get further details concern- 
ing the plans for the Congress. The 
officers of the Metropolitan Life had 
Commissioner Hathaway as guest at 
luncheon Tuesday when he told of the 
scope of the project, and President 
Forrest F. Dryden of The Prudential 
on a previous day had invited Com- 
missioner Hathaway to meet the offi- 
cers of that company. The Association 
of Life Insurance Presidents is _ tak- 
ing a keen interest in the World’s In- 
surance Congress, Robert Lynn Cox, 
general counsel of the association being 
a member of the National Council of 
the Congress. At the next meeting of 
the National Board of Fire Under- 
writers, that body, which is made up 
of the leading fire underwriters and 
company executives in the country, will 
also appoint a member to serve on the 
National Council under Commissioner 
Hathaway 

The importance and magnitude of 
the World’s Insurance Congress has 
aftracted the active co-operation of 
insurance organizations of all kinds 
throughout this country and abroad. 
In an address before the recent con- 
vention of the National Association of 
Life Underwriters, Commissioner 
Hathaway told of the tremendous in- 
fluence that would be centered in the 
great Congress. The innumerable or- 
ganizations in the different branches of 
insurance each of which has its own 
peculiar problems and purposes for 
which it is working, have not before 
been able to get together in a great 


conference on the common aims of 
insurance. The first opportunity of the 
kind will be offered in the World’s 


Insurance Congress. Many students of 
the business have pointed out that the 
possibilities in the ultimate influence 
exerted by the Congress are limitless. 
The great common problem of tax- 
ation of insurance, which is a special 
levy on the provident portion of the 
population, borne by those who pay 
premiums on any class of indemnity, is 
cited as one of many big questions that 
never will be adequately handled until 
taken up by a great unified insurance 
congress. 

Some idea of the great scope of the 
project may be gained from Commis- 
sioner Hathaway’s opening remarks in 
his address before the National Asso- 
ciation of Life Underwriters, when he 
said: 

“Insurance underwriting and the vast 
interests that underwriting has created 
with its myriad of occupations, employ- 
ing the brains and energes of several 
hundred thousand of America’s most 
active and enlightened citizens, and 
furnishing the mainspring of stability 
to American commerce, enterprise and 
society, for the first time in American 
history has just been given official 
recognition in a great National under- 
taking, authorized by act of Congress 
of the United States. For the Panama- 
Pacific International Exposition, espe- 
cially charged with the responsibility 
of exhibiting to the world civilizations 
advancement in all that benefits man- 
kind, has given to insurance the same 
recognition as to the fine arts, manu- 
factures, agriculture, machinery, trans- 
portation and the other arts and in- 
dustries by creating the office of Com- 





OF PERSONAL INTEREST 











Quite the latest at the Quaker City 
is the Insurance Golf Association, mem- 
bership in which is confined strictly to 
underwriters. Officers of the Associa- 
tion are as here noted: President, J. 
Howard Brown; vice-presidents, B. H. 
Wood and Horace Walton; secretary- 
treasurer, William E. Miller. The initial 
tournament of the organization was held 
at the Landdown Country Club on 
Thursday last, the prize winners being 
us follows: 

First prize (handicap) presented by 
W. A. L. Laughton of the Employers 
Liability Assurance Corporation, won 
by Barton E. Blair (77); second prize, 
(handicap), presented by F. H. Pool, of 
the Fidelity & Casualty, won by Coates 
Walter, Jr. (78); medal for best gross 
score presented by Horace Walton of 
Williams & Walton, won by Harold A. 
Miller, special agent of the Boston with 
a score of 84. 

After the tournament there was a 
dinner with a fiow of wit, music and 
an abundance of good things. The 
whole thing was a great success. 





Every day the ranks of women in 
active life insurance work are increas- 
ing and the matter is. the subject of 
frequent comment. We speak of this 
movement as a new thing, as indeed 
it is, but we lose sight of the fact 
that there are women in the field who 
are veterans in life insurance. Miss 
Nellie T. Kelleher, of The Prudential, 
for instance, has been in the field in 
the service of that company for twen- 
ty years. She has the certificate and 
wears the diamond locket of The Pru- 
dential Old Guard and in volume and 
quality of ‘business, lives up to the 
high standards of the select body of 
Prudential veterans. Miss Kelleher 
is now connected with the Jersey City 
branch. 





W. H. McConnell, of Warsaw, N. Y., 
never lets the people of his town for- 
get that he conducts a live general 
agency and brokerage office and that 
in insurance matters, the latch string 
is always hanging out. A recent issue 
of the Western New Yorker of War- 
saw contained a separate section de- 
voted to Mr. McConnell’s agency and 
the companies he represents. 





Would Recover $143,368.78. 





Suit to recover $143,368.78 paid the 
Federal Government as _ corporation 
taxes in 1909 and 1910, has been 
brought by the Northwestern Mutual 
Life Insurance Company. The allega- 
tion is made that the collection was 
excessive and was illegally made. 


missioner of Insurance, the incumbent 
of which is charged with the responsi- 
bility of issuing National and Interna- 
tional invitations to participate in a 
great “World’s Insurance Congress” 
which will convene in San Francisco 
from Octotber 1 to 15, inclusive, 1915, 
occupying over one-twentieth of the 
entire period of the Exposition’s life. 

“During former expositions there has 
existed a commissioner for each and all 
of the other arts and industries through 
which the human race enjoyed pros- 
perity and happiness, but with all of 
our vaunted strength and _ stability, 
never before has insurance been so 
recognized, and that this recognition is 
a forward step for the interests of in- 
surance in the minds of the American 
people, has been understood and appre- 
ciated by the American insurance world. 
This is demonstrated by the fact that 
since the creation of this commission 
the Congress has been recognized by 
resolution, and representatives have 
been delegated to serve upon its Na- 
tional Council, by the great majority 
of the big National associations of a 
business and professional nature hav- 
ing to do with all branches of insur- 
ance activities.” 
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DEFINES AGENTS’ POSITION 
ALBANY BOARD SITUATION. 
P. D. Kiernan Challenges Statement 
of Company Officials and Presents 
His Views. 

In last week’s issue of The Eastern 
Underwriter we announced the decision 
of the Underwriters Association of 
New York State, to take the letter 
of the Aetna Insurance Company deal- 
ing with the “Albany situation,” from 

table, and thus reopen what many 
had supposed was practically a “closed 
cident.” 

lhe letter of P. D. Kiernan the mili- 
tant Albany agent, presenting the atti- 
tude of the local men of that city in 
the matter is given in full herewith. 
kL. J. Sloan, secretary, Aetna Insurance 

Company. 
sseph McCord, V.-P. and secretary, 
Hanover Fire Insurance Company. 
I. E. Pike, Assistant Secretary, Colonial 
Fire Underwriters. 
W. Little, assistant manager Fire- 
man’s Fund Insurance Company. 

My attention has been directed to a 
pamphlet published apparently under 

r auspices in relation to the Albany 
ard of Underwriters, which is replete 
many misstatements and 
ypressions of important facts that it 
rays either a lack of comprehension 
the essential principles involved in 
controversy on the part of the 
bany Board or a deliberate attempt 
listort tke facts. 

am at a loss to understand why my 
name has been given such conspicuous 
tention in this pamphlet, but inas- 
h as it has seemed right and proper 
the publishers of this pamphlet to 
me this conspicuous attention | 
nk that they should have at least 
the courtesy to send me a copy of 
pamplet instead of being obliged to 
the matter brought to my atten- 

by outside parties. 


“The Essential Facts.” 


n so 


The essential facts in this contro- 
versy are that two distinct charges 
were made against Mr. R. V. DeWitt 
Walsh, one of which was made by 
( rles C. Dorwaldt, in which he was 

sed of violation of rules in allow- 


ing commissions to an unauthorize. 
trcker. The other charge was made 
myself in connection with doing 


iness with an agency who were not 
of the Albany Board in 
lation of the rules of the Board. 
With respect to the latter charge the 
matter has been entirely closed up by 
reformation of the previous non- 








board office, and the Albany Board has 
no complaint to make of this situation. 
With reference to the charge of Mr. 
Dorwaldt, which is the only one now 
involved in this controversy, the facts 
are that Mr. Walsh was found guilty 
after the most exhaustive investigation. 
The rules of the Albany Board provide 
that if a member be found guilty of 
writing policies in violation he shall, 
first, be fined ten dollars ($10) for 
each policy so written; second, com- 
pelled to cancel the policies; and, third, 
compelled to refrain from writing the 
risk for the term for which the policies 
were written. This rule was adopted 
by the request of the companies 
through the State Association. We 
were, therefore, justified in assuming 
that in the event of a violation occur- 
ring that the companies would exercise 
the obligations imposed upon them by 
this rule, viz., to compel the cancella- 
tion of the policies and the refraining 
from writing the risk. The Albany Board 
imposed the only penalty which was 
under their control, namely, the fining 
of the guilty agent as provided by the 
rules. They then requested the compa- 
nies to carry out their obligations, and 
that is the only point involved in this 
whole controversy. 


Decision of State Association. 


Numerous meetings between’ the 
Albany Board and various committees 
from the State Association have been 
held, and at the conclusion of all of 
these meetings a report was made with 
the following conclusions, which was 
adopted by the State Association at its 
February meeting: 

“That since R. V. DeWitt Walsh, as 
a member of the Albany Board of Un- 
derwriters, having subscribed to their 
constitution and by-laws, and since the 
said constitution and by-laws has the 
endorsement of the Underwriters Asso- 
ciation of New York State, and since 
the Albany Board, acting under their 


rules, regularly fined the said Walsh 
and expelled him from membership 
from their board—influenced by an 


overwhelming weight of evidence— 
this committee recommends that the 
action of the board be sustained, and 
that the association demand of the in- 
terested companies, members of this 
association,. that they require their 
Agent Walsh to restore his deposit with 
the Albany Board and cancel the poli- 
cies in dispute. Failing in this that 
they withdraw their representation 
from the office of the said R. V. De- 
Witt Walsh.” 

Furthermore, the action of the 
Albany Board of Underwriters was en 
dorsed by the local agents at their last 
convention, so that we now have the 
spectacle of these companies, which 
have always been known as supporters 
of good practices in the business of in- 


Sa 


surance, refusing to carry out their ob- 
ligations, even when so requested by 
the unanimous vote of the Albany 
Board, seconded by the request of the 
State Association, and endorsed by the 
Local Agents Association of the State 
of New York. 

It is conceded that in every organ- 
ization the will of the majority must 
be the rule, that if every member as- 
sumes the right to refuse to obey this 
rule that no effective organization can 
be maintained, and yet these companies 
are refusing to follow this rule. They 
are attempting to hide behind the 
shadow of a technicality which is so 
flimsy that no unbiased man can en- 
dorse their position. The result of 
their attitude has been to entirely dis- 
crganize the Albany Board of Under- 
writers, and until this situation is cor- 
rected no change can take place in the 
existing demoralization, because if we 
eannot have the support of the com- 
panies in this case we cannot conceive 
of any case in which we will be justt- 
fied in assuming that they would live 
up to their obligations. 

I have read with interest and amuse- 
ment the various legal and parliament- 
ary decisions quoted in the pamphlet. 
It is a strange condition which will 
prompt reputable companies to in- 
directly threaten legal proceedings 
against a duly constituted Board if the 
proceedings of the Board are not car- 
ried out to their liking, and we have 
cnly to reflect for a moment that if 
such a procedure were followed out 
generally it would result in creating 
such a legislative feeling against the 
insurance companies that it would re- 
sult in a condition which no one can 
contemplate without deep regret. 

I am given to understand that the 
purpose of this pamphlet is to create 
a sentiment for further discussion of 
this matter at a meeting of the State 
Assuciation, and if this is the case I 
can only say that in view of the mis- 
statements which are made in the 
pamphlet it would only be just to give 
the Albany Board and myself an op- 
portunity to debate this matter on the 
floor of the Association, and in order 
to show that we are perfectly fair in 
the matter I think that Mr. Walsh and 
his special agents should also attend 
this meeting. If it is to be simply a 
one-sided presentation of the case it is 
certainly not an evidence of fairness 
on the part of these companies or a de- 
ire to remedy the present demoraliza- 
tion which exists in the Albany Board. 

The only conclusion which I can 
come to is that the companies, through 
a mistaken sense of loyalty to their 
agents and special agents, have been 
misled into a position which, if con- 
tinued, will be very detrimental to the 
insurance interests of this State. 

PETER D. KIERNAN. 

P. &—I am sending a copy of this 
letter to the members of the State As- 
sociation. au] 


WILL HEAR PROTEST. 


Complaint of Companies Against To- 
bacco Rate Reductions to be 
Considered. 

Fire insurance companies operating 
in Kentucky must keep on file the 
‘make up” of all individual rates in 
risks written in the State hereafter 
and file duplicates in the office of 
the State Rating Board. The board 
adopts basic rates, which are varied by 
the companies writing the risks, ac- 
cording to the character of the build- 
ing construction and the haz- 
ards and exposures So com- 
plaints of increased premiums have 
come in since the rates were 
reduced on dwelling property that the 
board has promulgated this new rule, 
so that it will have on fil 
cerning every risk written in the 
State. The board has requested that 
all dwelling house owner vho have 


special 
many 


basic 


data con- 


a grievance, to file complaints To- 
day the board considered a number of 
complaints from Elizabethtown, Frank 
fort and Somerset, which vill be in- 
vestigated. 

The board also notified in ance 


companies, which asked for an exten- 





sion of time on the record of risks 
written, with losses and premiums, 
that they must begin keeping the rec 
ord now, and any explanations required 
will be made as they are asked for 


Russellville, whose Mayor and City 


Council complained the city had arbi 














trarily been placed in a higher class 
for insurance rates by the companies, 
was placed back in the fourth and one- 
half class with the same rates that 
prevailed before the companies placed 
it in the fifth cla The surance 
companies alleged that the water plant 
had not sufficient capacity to furnish 
adequate fire protection st city is 
attaching its pipes to two big railroad 
tanks to be used in case of emergency, 
ind the board considered that this 
remove the obstacle to a reduction 
in rates The companies have thirty 
days’ notice before this goes into ef 
fect. 

The board called a meet Oc- 
tober 6 in Chicago wher ts o 
the insurance companies a the 
proposed reduced rates on tobacco 
risks will be heard A meeting will 
be held in Covington, possibly next 
week, to consider the question whether 
mututal companies operating on 
the stock company pla shall eo af 
fected by the rates Mutual compas 
nies do not come under the operations 
of rules promulgated by the board. 

Conferring on Expense Problem. 

Members of the joint large cities 





committee of the Union and the Bu 
reau are in session at Chicago, com 
pleting details for carrying out the 
pxpense reduction pragram recenth 
decided upon 





San Francisco Losses 
Amounting to $4,522,905.00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 
office in Liverpool 





“ye = = .°- * 
Losses Paid by Chicago Fire, 187! 
Losses Paid by Boston Fire, 1872 
Losses Pald by Baltimore Fire, 1904 





U. $. Gash Assets, Dec. 31, 1912 $13,739,218.97 
4,015,972.92 
3,239,491.00 
1,427,290.00 
1,051,543.00 


Liverpool 


am Fondon 
Globe 
surance Co. 


AND 


Over $130,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 
G. 


J. B. KREMER, ASST. DEPUTY MANAGER 


CIMICED 


NEw YORK OFFICE 





W. HOYT, DEPUTY MANAGER 


T. A. WEED, AGENCY SUPERINTENDENT 


80 William St. 
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NEW JERSEY RATE LAW SOUND. 


(Continued from page 1.) 


shall be fixed by a cegtral association; 
(2) that no member of the Exchange 
shall write policies at any other rate 
than that fixed by the Exchange; (3) 
that the only brokers to whom mem- 
bers of the Exchange shall pay broker- 
age for business obtained through them 
shall be those holding a broker’s cer- 
tificate from the Exchange, in order to 
cbiain which said broker must pledge 
himself not to place any insurance 
with any insurance company that is 
not a member of the Exchange, unless 
after giving preference to the mem- 
bers of the Exchange sufficient insur- 
ance may not be obtained. With these 
facts proved to the satisfaction of the 
court it was held that “the contract 
without question fixes and maintains 
rates and so controls the placing of in- 
surance and the channels through which 
that business flows that it inevitably 
reduces competition to a minimum, if 
it does not absolutely eliminate it.” It 
was further held that such agreement 
was in restraint of trade and resulted 
in eliminating competition to the in- 
jury of the public. Accordingly it was 
condemned as contrary to public pol- 
icy and ultra vires. Its operation was 
therefore ultimately restrained. The 
reasoning and authority upon which 
this case is rested in the Court of Er- 
rors and Appeals are not, in my opin- 
ion, in any way modified or controlled 


by Chapter 85 of the Laws of 1913. 
This act, upon examination, does not 
present a legislative warrant, express 


or implied, for entering into any com- 
bination or agreement in restraint of 
trade; nor does it confer any author- 
ity to eliminate competition to the in- 
jury of the public. The act in question 
is a supplement to the general act 
which provides for the regulation and 
incorporation of insurance companies, 
and which also provides methods by 
which the insurance business is to be 
regulated and transacted within the 
State. See Pamphlet Laws 1902, page 
407. This supplemental statute pri- 
marily forbids unfair discriminations 
between risks within the State of es- 
sentially the same hazard, and to that 
end declares that no insurance con- 
tract shall be entered into “within the 
State except, in accordance with gen- 
eral basis schedules embodying basis 
rates, charges, credits, terms, condi- 
tions, permits, standards, and other 
cata necessary to the computation of 
equitable rates and rules of practice 
for such insurance.” These general 
basis schedules, etc., are required to be 
filed by the companies with the Com- 
missioner of Banking and Insurance 
under terms set forth in the act. It is 
further provided that “any one or 
more of such insurers, singly or jointly, 
may employ for the making of such 
general basis schedules and rates, and 
the filing of the same, the services of 
such experts as it or they may deem ad- 
visable for such purposes.” Such a 
statute, in my opinion, is the legitimate 
exercise of legislative authority, but 
does not in any way alter, change or 
quailty the principles which control 
the decision rendered in McCarter vs. 
Firemen’s Insurance Company. Accord- 
ingly, the act, in my opinion, does not, 
to use the words of your inquiry, 
“allow the companies to combine to 
maintain rates.” Similarity or identity 
of conduct upon the part of companies 
in fixing rates under this statute may 
reasonably follow from obedience to the 
legisiative mandate, but should not be 
and need not be the result of such 
a combination or agreement between 
the companies as is forbidden by the 
common law. 
Very truly yours, 
(Signed) EDMUND WILSON, 
Attorney General. 


Must Not ‘Divide Comentaston. 


State Auditor rs S. Darst of West 


Virginia in a bulletin says: 
inguiries that 


Because of various 





have reached this department I have 


deemed it advisable to make the fol- 
lowing ruling: 

“No local insurance agent shall di- 
vide his commission with, or give com- 
pensation of any kind to, any person 
in West Virginia for procuring or aiding 
in the procurement of ‘business, unless 
said person be a duly authorized so- 
licitor for such local agent, or the 
general agent under whom such local 
agent is employed or a local agent of 
a company engaged in the same kind 
of business.” 





RATING COMMITTEE TO MEET. 


Insurance Commissioners Ask Sugges- 
tions From All Sources—Meet 
at Chicago October 8. 


A meeting of the special committee 
of insurance commissioners on fire in- 
surance rate making will be held at 
the Hotel La Salle, Chicago, Wednes- 
day, October 8. Suggestions are asked 
from representatives of insurance in- 
terests, property owners and others, 
either by letter or in person. 

This committee was appointed at the 
general meeting of the National Con- 
vention of Insurance Commissioners at 
Burlington, under the following reso- 
lution. 

“Resolved, That a special committee 
of nine members be appointed by the 
president and required to investigate 
the rates charged by fire insurance 
companies, the method of making such 
rates, the effect of anti-trust and other 
related laws wpon such rates and upon 
the making thereof, and to report 
thereon from time to time to this con- 
vention; and, if legislation be found 
desirable, to report its recommenda- 
tions for legislation, which shall be 
uniform as far as possible for the sev- 
eial states.” 

President Hardison appointed on this 
committee H. L. Ekern, Wisconsin; 
Charles G. Revelle, Missouri; Burton 
Mansfield, Connecticut; J. A. O. Preus, 
Minnesota; W. M. Shehan, Maryland; 
KE. H. Moore, Ohio; William T. Emmet, 
New York; Charles Johnson, Pennsyl- 
vania, and E. F. Van Valkenburg, 
Idaho. 





A NEW SERVICE FOR BROKERS. 


(Continued from page 5.) 





Soliciting, Rather than 
Competitive.” This is the third time 
Mr. Johnston has won the cup. In his 
speech of acceptance at the time, Mr. 
Johnston said he had received much of 
his inspiration from his friend and as- 
sociate William R. Collins, whom he 
described as being in many respects 
his ideal of a life insurance man. 

The efficiency of the service to be 
rendered depends on getting expert un- 
cGerwriters as heads of the different de- 
partments, men who are specialists in 
their lines. Louis L. Hopkins, vice- 
president and manager of the life in- 
surance department, was president of 
the Life Underwriters Association of 
New York last year and formerly man- 
ager at New York for the Union Cen- 
tral Life. Lester E. Beardslee, one of 
the vice-presidents of the Company, is 
manager of the Liability and Accident 
Department. Edward R. Weiss, an- 
other vice-president, is in charge of the 
Fire lnsurance Department and the 
Surety Department is under the man- 
ugement of Paul W. Arnold, a lawyer 
and expert on suretyship. The John- 
ston & Collins Co. has handsome offices 
cecupying the fifth floor of the Liberty 
Tower, 55 Liberty street. 


on “Creative 





Mutuals Capture Another. 





Through the aggressiveness of the 
New England mill mutuals another 
choice line in Western Pennsylvania 
has been lost to the stock companies. 
The latest transfer is the $400,000 line 
covering the Franklin plant of the Col- 
burne Machine & Tool Company. The 
business has been tied up with the 
mutuals for five years. . 


| 








ifire} 


German American 
Insurance Company 
New Pork 


STATEMENT JANUARY 1! 1913 


CAPITAL 


$2,000,000 


RESERVE FOR ALL OTHER LIABILITIES 


9,662, 


ET SURPLUS 


9,576,398 
21.238.425 





1853 1913 
SIXTY-FIRST YEAR 


FARMERS’ 
FIRE INSURANCE 
COMPANY 


* YORK, PENNSYLVANIA. 


Assets, Dec. 31-1912........ $1,153,949. 82 
Net Surplus, ,, 55-----++++-- 589,603.10 





W. H. MILLER, president 
A. S. McCONKEY, 
Secretary and Treasurer 








The Gamewell Fire Alarm 
Telegraph Co. 


Fire Alarm and Police Telegraphs for 
Municipal and Private Plants 


OVER 1500 PLANTS IN ACTUAL SERVICE 
EXECUTIVE OFFICE 
30 Vesey Street, New York 


AGENCIES 


178 Devonshire Street, 
624 Monadnock Building, 
1309 Traction Building, 
801 Wabash Building 
709 Dwight Bui ding. 
oe Postal Build i 


Boston, Mass. 
Chicago, Il. 
Gineianatl, 0. 


San Francisco, Cal. 
Seattle, Wash. 





The Northern Electric & Mig. Co., Ltd., 
ontreal, Can. 
General Fire Appliances Co., Ltd 
egncwars. ‘South Africa 
Colonial Trading Co., 
pal: Zone, Panama 


ce 
F. P .Danfarth, 1060 Calle Rioja, 
Rosario de Santa Fe, Argentine Republic 








THE LEADING FIRE COMPANY 
OF THE WORLD 





[of Liverpool England. | 



































WOOD BROTHERS | 


(GEORGE E. WOOD) | 


Insurance 











100 WILLIAM STREET 
NE W YORK CITY 











WM. G. WHILDEN, President 








New Jersey Fire Ins. Co. 


NEWARK, N. J. 
Paid In Cash Capital ‘ 


Being Increased to 4 ‘ 
Net Surplus Over . . . 


Fire, Tornado, Lightning & Automobile Insurance 
AGENTS WANTED 


GEO. E. LYON, Secretary 


$ 900,000.00 
1,000,000.00 
500,000.00 











INCORPORATED 1720 


OYAL EXCHANGE ASSURANCE 


LONDON, ENGLAND 


United States Branch 


92 William Street, New York 


RICHARD D. HARVEY 
United States Manager 
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MANAGERS RBSENT CHARGES : 


NO CHANGE IN COMPANY POLICY. 








Local Men Continue to Write Michigan 
Business Controlled by 
Brokers. 





Keen resentment of the insinuation 
made by the American Agency Bulletin 
that a number of leading companies 
are writing Michigan business over the 
heads of their local agents is felt by 
the executives of the offices named. 

Michigan lines in ever growing num- 
ber are controlled by big brokers of 
Chicago, Boston and New York, but in 
every case the business is sent the local 
igents to be written. The law com- 
pelling companies to record the names 
of those placing Michigan business with 
them reads as follows: 

Section 1. Sections 1 and 2 of Act 
No. 84 of the Public Acts of 1901, en- 
titled “An act to require the procuring 
of certificates of authority in this 
State by all agents of insurance com- 
panies doing business with this State 
are hereby amended to read as fol- 
lows: 

Section 1. * * * It shall not be 
lawful for any person to write any in- 
urance or transact any business with- 
in this State, for or in behalf of any 
insurance company, corporation or as- 
ociation authorized to transact busi- 
ness within this State, until he shall 
have procured from the commissioner 
f{ insurance a certificate of authority 

* * to represent at least one such 
insurance company, corporation or as- 
sociation, as hereinafter provided, nor 
shall it be lawful for any such com- 
pany, corporation or association, to ap- 
point or authorize any agent or represen- 
tative to transact any insurance busi- 
ness, in any other manner than as here- 
inafter provided, and no such com- 
pany, corporation or association shall in 
any manner receive the benefit of any 
business done, or services rendered by 
any agent or representative within this 
State, unless such agent or representa- 
tive shall have been licensed under 
the terms of this act, providing, however, 
that it shall not ‘be unlawful for any 
company, corporation, or association to 
settle or adjust any claim against it 
by its attorney, adjusters or other rep- 
resentatives not licensed under this 
act, nor shall it be unlawful for any 
igent, licensed under this act, to broker 
business with other lawfully licensed 
igents. 

Section 2. Any insurance company, 
corporation or association authorized 
to do business within this State ap- 
pointing or employing any agent or 
person to transact business within this 
State except the business of settle- 
ment or adjustment of claims against 
it, shall at once notify the commis- 
sioner of insurance of this State of 
such appointment or employment giv- 
ing the name and business address of 
such agent or person, and setting forth 
the kind of business that he is au- 
thorized to transact; whereupon the 
commissioner of insurance shall trans- 
mit by mail or deliver personally to 
such agent or ‘person, a certificate of 
authority, which shall specifically set 
forth the name of the person so ap- 
pointed or employed, the name of the 
company, corporation or association for 
which he is to act in transacting insur- 
ance business, and the particular kind 
—__—_—____—_———. insurance said agent 
is authorized to solicit. Said agent’s 
certificate of authority shall continue in 
foree until the expiration of the an- 
nual certificate of authority of said 
insurance company, corporation or as- 
sociation, unless the same is revoked 
for cause: Provided always. That none 
of the provisions of this act, shall be 
construed as applying to mutual fire 
insurance companies organized under 
the laws of this State, or fraternal 
beneficiary societies organized or au- 
thorized to do business in this State. 





Joins Law Union and Rock. 
W. G. Stone, for the past two years 


in the New York State field for the 
National Union, of Pittsburgh, has been 
appointed special agent in New York 
and New England for the Law Union 
and Rock. He will make head- 
quarters at New York city. 

Prior to going into the field Mr. Stone 
held an office post with the Norwich 
Union, and is thus well versed in the 
principles and practices of fire under- 
writing. 





TAKEN BY GERMAN AMERICAN. 





Retires from Business After Fifty 
Years in Field—Southern Dept. 
of Newark Fire Affected. 





The Virginia State Insurance Co. of 
Richmond, established in 1865 and 
operating in ten southern states, has 
reinsured its business in the German 
American of New York. The last an- 
nual statement of the company showed 
that it had assets of $532,626 and a 
surplus of $52,544. The business of the 
company ‘is said to be especially choice 
in Virginia and North Carolina. 

A. H. Harris, secretary of the com- 
pany, who conducted the Southern 
General Agency of the Newark Fire, 
will continue to supervise that business 
with the assistance of a couple of spe- 
cial agents. The southern agents of 
the Newark Fire will report to it di- 
rect. A Southern Department has 
been established in the home office in 
charge of Charles W. Orr, formerly 
with the People’s National in the field. 

The field staff of the Virginia State 
was as follows: 

J. Carl Vance, Clarksburg, W. Va., 
State agent for West Virginia; J. D. 
Kitchen & Bros., New Orleans, La., for 
Louisiana and Mississippi; I. Rein- 
hardt & Son, Dallas, Tex., for Texas; 
Platt, Yungman & Co., Philadelphia, 
Pa., for Pennsylvania. Special agents: 
H. M. Owen, Richmond, Va., for Virginia 
and District of Columbia; A. L. Rich- 
ardson, Atlanta, Ga., for Georgia and 
South Carolina; W. George Thomas, 
Charlotte, N. C., for North Carolina. 





PACIFIC-GREENWICH MERGER. 





Committee has Under Consideration 
Combination of Two Old New 
York Companies. 





A consolidation of the Pacific Insur- 
ance Co. and the Greenwich Insurance 
Co., both of New York, is under con- 
sideration, a committee having been 
appointed to formulate a plan. If the 
project goes through the combined 
company will have a capital of $400,090 
and a surplus of about the same ‘amount. 

Both of the companies are old insti- 
tutions, the Pacific Fire having been 
organized in 1851 and the Greenwich 
in 1834. They are both in the general 
agency of J. S. Frelinghuysen and 
write speciali ed business. The pre- 
mium income of the Pacific last year 
was about $500,000. The Greenwich re- 
insured in 1904 and resumed business 
in 1910. It had last year a premium 
income of about $200,000. 





Due to Carelesssness. 





In the four months ended October 1 
the fire loss of North Dakota, was ap- 
proximately $500,000. A considerable 
number of the 224 fires reported were, 
according to State Fire Marshal Runge, 
the result of carelessness. 

J. F. Deiber leaves the ‘Indiana field 
for the Hartford to travel Missouri. No 
successor has been appointed for the 
Indiana field. 





A. J. Davis has been appointed special 
agent for the Arizona Fire in the Central 
States with headquarters at Chicago. 





Complete automobile equipment for 
the East Orange, N. J., fire headquart- 
ers to cost not more than $13,000 has 
been authorized. 





An association of railway fire pro- 
tection experts will be held at Chicago 











Capital Stock - - 
Liabilities - - - 
Special Reserve Fund 
Net Surplus - - 


Total Assets - 


P. L. HOADLEY, President 
Cc. E. SHELDON, Vice-President 


FIRE, TORNADO & AUTOMOBILE INSURANCE 


American of Newark 


Chartered in 1846 


- $1,000,000.00 
- 5,431,072.05 
- 300,000.00 
- _ 3,135,102, 52 





$9, 866,174.5 


W. BAILEY, Secretary 
F. HOADLEY, Assistant Secretary 


























GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK 
ORGANIZED 1859 


Statement, January 1, 1913 


Cash Capital..... $1,000,000.00 
OS Sere 7 213,762.27 
Net Surplus 2,613,814.88 
Surplus for Policy | 
Holders ....... 3,613,814.88 || 


HEAD OFFICE 
Cor. William & Cedar Streets 











For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital : - $1,000,000.00 
Cash Assets - 4,985,658.00 
Cash Surplus to Policy 
Holders - . - 1,911,592.00 


The rea) strength of an insurance company is in 
the conservatism of ite manggement, and the man- 
agement of THE HANOVER its an absdlute as 
surance of the security of its policy. 


R. EMORY WARFIELD - President 
JOSEPH McCORD - Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








Firemen’s Insurance 


Statement January 1, 


Capital Stock........sscceseseees. 


Re-Insurance Reserve .........-++++ 
All Other Liabilities............... 


Co., Newark, N. J. 


1913 

$1,000,000.00 

2,781.578.19 
331,961 11 


Se I oo 6 0.00 0600600 006668 cesses weneese 2,723,239.49 
po 8, ere eT Te Teer rrr Tree $6,836,778.79 
During a successful record of 57 years this Company has paid losses exceeding 


$ 12,500,000.00 


DANIEL H. DUNHAM, President 
A. H,. HASSINGER. Secretary 


CHARLES COLYER, Vice-President 
JOHN KAY, Treasurer 











THE nema * Aa INSURANCE COMPANY te BY THE 
TE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE INSURANCE CO. 


NEWARK, N. J. 


STATEMENT JANUARY 1, 1913 


ee as dal sun cubes SET RSS Sebeus . $1,918,742.71 
ht Jin cetintamihee hens Rasens ohawan 500,000.00 
SURPLUS TO POLICYHOLDERS.......... $1,228,824.81 


Responsible Agents wanted in Cities and Towns where 
Company is not now represented 


EDGAR J. HAYNES, Pres. 


THOMAS L. FARQUHAR, Secy. 








HUMBOLDT FIRE INSURANCE CO., Pittsburgh, Pa. 
TEUTONIA FIRE INSURANCE CO., Pittsburgh, Pa. 
NEW YORK STATE DEPARTMENT 





PERCY B. DUTTON, Manager, Rochester, N. Y. 























SOUTHERN STATES 


FIRE INSURANCE CO. 


D. E. MANASCO 
President 


BIRMINGHAM, ALA. 


SUMTER COGSWELL 
Vice-Pres. and Manager 





JAMES W. DURBROW, General Agent 
For NEW JERSEY & PENNSYLVANIA 


68 WILLIAM STREET 


NEW YORK, N. Y. 
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THE DEVELOPMENT OF CONSEQUENTIAL LOSS 
INSURANCE 


By H. W. CONNELL, of the Commercial Union Assurance Co., London. 


(Continued from August 28 issue.) 














In the case of a works manufactur- 
ing a patented article, the principle of 
basing a loss settlement on decreased 
turnover is likely to be misleading. 
tf the same article or a reliable sub- 
stitute is not obtainable elsewhere, it 
is exceedingly probable that the great- 
er part of the temporarily reduced 
turnover will not be lost, but merely 
postponed. Thus there would be an in- 
creased volume of business as soon 48 
work was resumed which would com- 
pensate partially or totally for the tem- 
Such increase being due 


porary loss. 
to the fire, allowance should be made 
therefor by the accountant in the 
settlement, otherwise the insured 


would be in the position of having 
made a profit by the accident, which 
ls distinctly undesirable in principle. 

This instance inevitably reminds one 
of the existence of mora] hazard. It 
has been argued in print that profits 
insurance does not increase the moral 
hazard, but with that I cannot agree. 
Facts regarding probable future turn- 
over or profits are more elusive than 
those regarding goods actually on the 
premises or claimed to be _ there. 
Under an ordinary fire policy, unless 
the insured intends to give up business 
after a fire, there is a margin of con- 
sequential loss to overcome before he 
can turn the material loss settlement 
to his advantage. It will, of course, be 
contended that he was probably mak- 
ing no profit and that was why he had 
a fire, but there are still the standing 
charges to be paid, which make a per- 
sistent inroad into any gains he may 
have succeeded in obtaining. It is ad- 
mitted there is moral hazard even with 
with the 


this deterrent; therefore 

deterrent removed by a consequential 
loss policy the risk of fraudulent 
claims is necessarily increased. My 
contention makes the fire policy the 
medium of gain and the consequen- 


tial loss policy the accessory, but there 
is' also direct moral hazard on the 
profits policy. Almost every large firm 
will be in the position that careless- 
ness would pay during the period of 
slump which inevitably follows a boom 
in trade. The insured will know that 
there is no chance of approaching the 
previous year’s figures, but after a 
fire it would be impossible to prove 
that sufficient orders would not have 
been obtained when there {s no 
opportunity to make a test. Another 
factor which contributes to increased 
moral hazard is that an unscrupulous 
policyholder would run less risk of 
detection under the latter policy, ex- 
cept in respect of the possibility of 


the premises, and consequently the 
scheme, misfiring. That danger is 
the same in either case, but assuming 
the blaze successfully negotiated the 
position is different. In dealing with 
claims for material damage many in- 
vestigations can be made to test the 
accuracy of statements submitted. 
Ailhough the insured’s books would 
probably be burnt along with the rest, 
some evidence could be obtained from 
the persons from whom the goods or 
raw material for same were bought. 
Employes would know whether or not 
the alleged stock actually had existed. 
The market value at the time would 
be a guide as to its worth. As to 
buildings and machinery reliable in- 
formation is obtainable from various 
sources. All these are difficulties to be 
surmounted by the would-be fraudu- 
ient. Undoubtedly many have cleared 
ali the hurdles successfully, but the 
ianger of a misjudged jump is always 
present, as those who have fallen know 
to their cost. It is chiefly through the 
latter, of whom we hear occasionally, 
that we are reminded of the existence 
of moral hazard, though there is prob- 
ably a far larger number who have 
stumbled, but of whom the world hears 
nothing. I refer to the doubtful and 
suspicious cases where the claimant 
has found he has overlooked something 
and has had to modify his intentions 
when faced by the assessor; or he has 
been detected and shown that his 
claim could not be correct, when he 
has retreated under cover of the ex- 
cuse that he had made an unfortunate 
mistake; or even he has been caught 
redhanded, but has arranged a com- 
promise avoiding prosecution, which 
insurance companies generally dislike. 
Compare now the position of the 
similar class of claimant possessing a 
consequential loss policy in the cir- 
cumstances of a slump in trade to 
which I referred previously. His claim 
would be on the basis of the reduced 
turnover compared with the previous 
year, although he knew from his ex- 
perience of the business that it would 
have been greatly reduced in any case. 


Most probably the company would 
settle without demur; but even if it 
were suspicious, and considered the 


claimant would thereby make a profit 
on the settlement, it is very improb- 
able that there would be a remedy. I 
do not consider the matter could be 
brought under the “extraordinary cir- 
cumstances” clause, as it could not be 
proved that the insured would not have 
been able to effect as large a turnover. 


(Continued on page 14.) 


ANOTHER RE-INSURER ENTERS. 





Meinel and Wemple Appointed United 
States Managers for the 
Second Russian. 





Still another foreign reinsurance 
company has decided to enter this 
country for business, placing its rep- 
resentation here in the capable hands 
of Meinel and Wemple Inc., New York 
city. 

The latest accession is the Second 
Russian of St. Petersbug, one of the old 
and tried insurance corporations of 
the Russian empire, it having been es- 
tablished in 1835. The Second Russian, 
of which A. F. Kinert is director-man- 
ager, recently increased its paid-up 
capital to $1,250,000. 

The New York Life Insurance and 
Trust Company is its United States 
trustee. 

Meinel and Wemple, Inc., are now 
able to take care of largely increased 
business, the addition of the Second 
Russian to the Salamandra and the 
Paternelle, having very substantially 
added to their carrying capacity. 





Large City Brokers. 





Easily the most important question 
before the local agents of the country 
is the competition of the large city 
brokers. The subject is engaging the 
attention of company officers, and will 
occupy a large place on the program 
at the forthcoming annual convention 
of the National Association of Local 
Fire Insurance Agents. 





Will Put Through Deal. 





According to advices from Hartford, 
there are sufficient proxies in the hands 
of the special committee of the Con- 


necticut Fire, to put through the pro-! 


posed merger with the Phoenix of 
Hartford. 

Even should the effort fail E. Milli- 
gan, president of the Phoenix, might 


still be elected chief executive of the 
Connecticut as well. 





Local agents in Oregon are now being 
paid graded commi'sions, the scale 
adopted by the companies being prac- 
tically that in use in the Eastern ter- 
ritory. 
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CASUALTY AND 


SURETY HAPPENINGS 








AGENTS OPPOSE LIMITATION 


ATTACK SUPT. EMMET’S SCHEDULE 


Buffalo Liability Underwriters Associa- 
tion Says it Would Lead 
to Conflict. 


Although the liability writing com- 
panies have accepted the limitation 
milan on acquisition expense laid out 

Superintendent Emmet of New 
York, the agents and brokers continue 
to protests against the reduced com- 
ensation on this class of business. 

ast week the brokers appeared before 
the superintendent and submitted their 
xceptions to the schedules of broker- 
ce. Superintendent Emmet replied 
this week saying that he re-affirms his 
sition holding the acquisition expense 
the 20 per cent. limitation and that 
the question as to how much of this 

n be paid the broker for his services 

one that must be decided by the 

ympanies. 

Agents and brokers outside of New 

rk city and in other states are join- 

g in protests on the subjects. Agents 

other states are bringing the matter 

the attention of their insurance de- 

‘tments. It is that a committee has 

en appointed by the Pennsylvania 

nts and brokers which will bring the 
itation question before Commission- 

Johnson and it is reported that the 

urance commissioner of Ohio has 

ken exception to the expense limita- 
agreement as to com- 
against the law of 


plan as any 
sions would be 
io 
At a recent meeting of the Buffalo, (N. 
Lanny Underwriters Association 
following resetation | was pense -d : 
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: W 
4 Ad 
nd r r 2, 
s taken by direct 
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rulings wi 
> to present arguments, 
respecting some actual ex- 
that we, as fiel ld men, some 
y years’ experience, have know!l- 
we feel confident of our ability of 
Superintendent 
does not lie i 
sation, but alon 
Ca eghe gal 





d the physi cal and moral 
idual risk and free from 
competition. Statistical ex- 
promulgation 


of Insur- 














fe 
2 compensation 
se nd these lines only, 
t it I ought about the con- 
now facing. What caused the 





to so emphatically bring out in 
n mos 9. 1913, that ‘the limita- 
n rd expenses was to 2 
ility ‘business? 
nis elsz ruling was not 
by the parties interested? 
tistics and tthe experiences of many 
how that no lines of liability insurance, 
an employers’ liability, and probably 
nsation imsurance, has been written with- 
The limes known as automobile, gen- 
bility, teams, general public, physicians’, 
ive always been considered, and are, pre- 
ed risks, and risks that many companies are 
el 





f _comr nis 
] nes of | 








suggested 


agen- 

















desirous of assuming and have written at a 
profit. It has always been a rule in matters of 
insurance that if a certain line proved unprofit- 
able, at a given rate, the rate was increased 
It is evident this rule whas been disregarded, 
and at some one’s suggestion the superintendent 
has issued an order codecing commissions to 
agents on lines that are written at a profit to 
the company rather than follow the old and 
proper rule of providing adequate rates on the 
unprofitable lines. Hence, it is an injustice or 
the part of the companies to retrieve their 
losses brought about = ruinous underwriting, 
the influence of competition and the 
gance and excessive overhead and a- 
tive expenses of some of them, by reducing the 
commissions of the producers of their business 
A general agent cannot operate his office with 
ofit to himself or justice to his company and 
s clients on a § per cent. overriding commis- 
sion, and the privilege of paying a broker a 
commission of 15 per cent. will mean a 
ompanies who operate life and oth 
addi tion to their casualty business 
an advantage over a general agent in pri 
for special agents, who obtain all servic 
privileges free from cost. Constant atte 
is necessary on the part of a good and effic 
ugent to his assured during the life of a liz 
ty contract. This line of business is dif 
n this respect from any other line of inst 
yritten. All the broker (ge the possil 
ception of the large New York city brok 
required to do is to place the order fo 
surance and recei ive his commission. T 
has all the details, all the responsibility 
all the subsequent work, for = - he ‘ 
while the t 
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nies, to the end 
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matter be 












MAY EXTEND COMPENSATION LAW. 


Suit in New Jersey ‘Involving Municipal 
Corporations Under Terms 
of Statute. 





The question whether municipal cor- 
porations are liable under the provi- 
sions of the workmen’s compensation 
law of New Jersey, prior to the amend- 
ment of last winter, will be decided by 
Judge Osborne during the present court 
term. 

Contending that the word “corpora- 
tion,” as used in the act as it read 
it was last amended, should be 
so broadly construed as to take in 
municipal corporations, proceedings 
have been started on behalf of 
Charles F. Luckey, formerly a driver 
in the city’s employ, to recover 
damages under the permanent disability 
clause of the act. On October 6 of 
last year Luckey was thrown from his 
wagon, suffering a fracture of the right 
leg and other injuries. 

Under the old practice before there 
was any employers’ liability act, muni- 
cipal corporations were not held to be 
liable to employes for damages in 
case any sustained injuries. 

It is said to be the contention of the 
city law department that prior to last 
winter cities and other municipal cor- 
porations still remained immune. 


Ohio Componeation Rates Reduced. 

The State Industrial Commission of 
Ohio has reduced the rates under the 
Green Workmen’s Compensation Act 
for insurance for small manufacturers 
from $30 to $10 a year. Policies may 
also be written for six months. It is 
expected that the change will result in 
a large number of small employers com- 
ing in under the fund. 
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James W. Brock, /residen/ 
STATEMENT, 
ASSETS 
$1,800,000 Municipal Bonds 
Due from Agents (not including 
premiums written prior to 
Novergber 1, 1912 iene 
Acc rued Inter re eat benee 


$1,767,430.00 





$2,155,.988.89 





AMERICAN FIDELITY COMPANY 


MONTPELIER, VERMONT 


OFFICERS 
H. W. Kemp, Secre/ary 
JANUARY 31, 1913 


Ralph B. Denny, 7reasurc 


LIABILITIES 


Capital $750,000.00 














FIDELITY AND SURE TY BONDS 

LIABILITY INSURAN( 

PERSONAL ACCIDENT AND HEALTH INSURANCE 

BURGLARY, THEFT AND LARCENY INSURANCE 
$300,000.00 Deposited with Insurance Departments for the Benefit of all Policy Holders 
TO STUDY NEW JERSEY LAW. ever rex d in any one month, in ree- 
. wr —— ognition of his earnest co-operation in 

National Civic Federation Confers With bettering our conditions in the field, of 


State Employers Liability 
Commission. 


The joint commission created by the 
National Civic Federation to study the 
operation of workmen’s compensation 


laws in the various States will have a 
conference at Trenton to-day with the 
New Jersey Employers’ Liability Com- 
mission and the commissioner of labor 


The commission in its inquiry as to 














the operation of the New Jersey law 
will pursue the same course it has in 
Massachusetts, Ohio, Michigan, Wiscon- 
cin and Illinois After its conference 
with the Trenton officials, it will hold 
conferences with employers and work- 
men in different cities, and is now 
sending letters of ir iry and question- 
naires to New Jersey emplovers. labor 
organizations, employer ociations 
and other trade bodies 

The commission is na 
tion-wide effort to as fact 
with regard to th the 
Various workmen’s compensat act 
In its efforts it has the co-operation of 
the American Federation of Labor, 
which has named two members of the 


commission. 


The members of the commission are 


Chairman Cyrus W. Phillips, mem 
ter of the former New York State Com- 
mission on Employers’ Liability, and 
an attorney-at-law, Rochester, N. Y. 

J. Walter Lord, chairman of the 
Maryland State Commission on Em- 


and Workmen’s Com 
appointed by the 
State; chairman of 


ployers Liability 
pensation, recently 
Governor of that 


the Federation’s Maryland State Coun- 
cil, and an attorney-at-law, Baltimore, 
Md. 

Otto M. Eidlitz, New York Building 
Trades Employers Association, New 


York city. 
Louis B. 
committee 





Schram, 


United States Brewers As- 


sociation, Brooklyn, N. Y 
James Duncan, vice-president Ameri- 
can Federation of Labor, Quincy, Mass 
John Mitchell, vice-president Amer 


can Federation of Labor, Mt. Vernon, 
N. Y¥. 

Mr. Duncan 
appointed by the 


and Mr. 
American 


Mitchell were 
Federation 


of Labor to co-operate with the Na- 
tional Civic Federation 
Planning For “Thorp” Month 





The General Accident has designated 
October as “Thorp Month” in honor of 
N. B. Thorp, manager of the industrial 
department of the Company. At the 
recent convention of the Company's 
industrial department, the agents 
pledged 7,500 applications for the month 





in honor of their manager. In an- 
nouncing to the agents that October 


will be “Thorp” month, the 
says: 

“We feel it is but a fitting tribute 
to our department manager, Mr. Thorp, 
personally and officially, to give him in 
October the greatest amount of new 
boni fide business our department has 


Company 


his sound support 
agement at all 


and he 
times.” 


DISCUSS UNIFORM 


Ipful encour- 


POLICY. 


Accident Underwriter Says Much Im 
portance Attaches to Gathering 








of Claim Association. 

An accident underwriter is quoted 
by the New York Commercial as mak- 
following comments on claims 

lj nt nd their discussion be- 


fore the International Claim Associa- 















































l t ( ir meeting at Chat- 
noo 
] tl the acci- 
nt policy admittedly too liberal, 
argin profit depends upon the 
ner il hicl usters sett] 
I It 1 her that if 
fraudu I ts of loss 
uld be eliminated it would be possi- 
le to sell the present « len yntract 
t the pr nt figure and realize a 
indsor pr t out of the business 
“This being intimate relations be- 
n tl rious clai so that 
matior n b freely 
f ikl of i value. 
The com] are now in a position 
thr their bureau to secure data 
regardi1 frauds, not only from each 
ther I the claim departments 
tl us railroad ind traction 
par hroughout the country, but 
from ( the life companies as 
1] 
‘This ] had the effect of discour- 
x in great measure the professional 
( I mal frauds There is, how- 
r, another class of claimants who in- 
riably ks too much in the settle- 
it of indemnity and he is the hard- 
to deal i Another factor tend- 
ing t make excessive or fraudulent 
) t isy is the physician who 
assists in making out false proofs of 
loss, not only in accident but in health 
{ ses 
‘With thes with the excessive 
claimat d with the technical de 
tails of a ing calling, the In- 
ternatior1 Association of Claim Men 
7 1] n } ir ussions 
Further, the co-operation and help 
the 1 must be had in the 
f at proposed standard 
1 policy and this is a subject 
ipon which accident underwriters will 
t eir action with interest.” 
Leaves Equitable Surety. 
\ 
> } 
St. La M s 
Oo er V P ] 
2 J.1 phre 
ind 1] vill 1 
ectio Con 
President Taussig 
ming the duties of 
iddition to his own. 
App itio r € o California 
has been made by the United States 
Guarantee Company of New York city, 
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STRENGTHENS 113 RESOURCES 


MOVE BY AMERICAN FIDELITY. 
Company to Increase its Liability Re- 
serves—$200,000 Additional Funds 
to be Paid In. 





To comply with the latest demand of 
the insurance departments of the 
country that loss reserves upon liability 
business be substantially increased, the 
American Fidelity Company, of Mont- 
pelier, Vt., will add $200,000 to its 
present financial resources. 

The decision so to do was reached 
at a special meeting of the Company’s 
stockholders held some days ago. 

At the gathering, of which United 
States Senator W. P. Dillingham served 
as chairman, substantially all of the 
stock was represented by its owners, 
either in person or by proxy. It was 
decided that means should be taken to 
re-establish the reserves to meet the 
requirements of the insurance laws of 
other states, notably New York, where, 
beginning next January, the Company 
will be called on to set aside the re- 
serves for losses in accordance with its 
experience, this being required of all 
companies writing liability business ten 
years. On that date the liability re- 
serves go to 70 per cent. of the pre- 
miums that hitherto were set at the 
arbitrary rate of 50 per cent., which 
the insurance departments of all the 
leading states have agreed is not suffi- 
cient for any company. 

All lines other than liability written 
by the American Fidelity were conduct- 
ed at a profit, and with the elimina- 
tion of certain territory and the re- 
striction of the volume of liability 
business, it is believed the corporation 
will now make money in its liability 
branch. 

In order to meet the insurance re- 
serves made necessary by the laws for 
the next three years, which will take 
about reduction of the 
eapital from $750,000 to $500,000 and 
payment in of an additional $200,000 
was recommended and decided upon. 

The plan has the approval of the in- 
urance departments of the adjoining 
States and will be put in force by 
October 1 and a general reorganization 
perfected to place the Company on a 
firm basis. 

Stockholders of the Company have 
faith in the American Fidelity and are 
confident that genuine progress will be 
made in future under the reforms insti- 
tuted. During the "present year the 
Company has been sharply reducing its 
premiums upon contractors’ employers’ 
liability, and manufacturers’ employers 
liability business, and the income from 
these lines in 1913 has been reduced 
nearly 60 per cent. over that had last 
year. The Company has notified each 
if 10ut the country of 
commission to 
October first 
rmination to 
American 
approved 
y respect 


$400,000, a 


its agents throug! 
reduction in liability 
> per cent. effective 
the reby evidencing its dete 

Lce the operations of the 
Fidelity upon a thoroughly 
DaSIS, and to cor nply n ever 
vith the ins structions of the New York 
Insurance Department. 





OHIO COMPENSATION REPORTS. 
State Board of Liability Awards Adjust- 
ed 10,000 Claims and Paid 
Out $126,506. 


During the 18 months of workmen’s 
compensation in Ohio 2,183 firms with 
134,911 employes were covered by State 


compensation, according to a report of 


the State Board of Liability Awards. 
otal receipts were $692,347.45, awards, 
$126,522.21, and additional liabilities 


re $169,506.27, leaving a net balance 
which was turned over 
commission when it 
compensation’ work. 
0) damage claims 


to the industrial 


took charge of the 
There had been 10 
filed and 8,200 paid 

In the 18 months the business grew 
from seven cases per month to 1,809. 


Twenty-three deaths were anaiaeh;: 
three being denied compensations, be- 
cause death was not met in course of 
duty. Awards ran from $1,560 to $3,490 
in each case. 

The report says that as a result of 
the safety devices installed the number 
of accidents and deaths has been re- 
duced in factories. Of the first 10,000 
cases reported injuries were distributed 
as follows: 

Belts, 107; eve injuries, 1,220; gears, 
132; presses, 286; saws, 302; hot metal, 
311; sails stepped on, 162; flying chips, 
746; emery wheel, 548; falling objects, 
992; vehicles, 120; fall from ladders 
and other places, 328; slipping and 
stumbling, 321; objects dropped, 1,354; 
trucking, 162; tools, 851. 

The 1,220 eye injuries cost the State 


fund $23,000; each injury the report | 
shows would have been prevented had | 


the employe expended 35 cents for a 
pair of plain goggles. Nearly all hot 
metal injuries came from metal run- 
ning into shoes worn by workers. Rusty 
nails made 163 injuries, but not a case 
of tetanus resulted. 





CONSEQUENTIAL LOSS INSURANCE. 





(Continued from page 12.) 

Ag previously stated, I have in this 
ignored the possibility of a charge of 
incendiarism, which is a separate issue. 
The deterrent of legal danger thus 
diminished, the inference is that more 
“enterprising” persons may be attract- 
ed or as I once heard them referred 
to by a prominent insurance gentle- 
nian, in a lecture on another subject, 
“impecunious persons not overweighted 
with honesty.” Add to this that a con- 
sequential claim is in respect of a sup- 
positional future loss about which 
nothing can be proved, whereas a fire 
claim is for actual substance about 
which reliable facts may be obtained, 
and it is safe to say that the pro- 
portion of detected frauds will be less. 
So far I have referred only to the more 
serious possibilities of premediated 
fires, but there is another aspect of 
moral hazard which resembles the ma- 
lingering so frequently met with in 
workmen’s compensation insurances. 
A bona fide fire has occurred, causing 
consequential loss. In arranging the 
first monthly settlement the insured 
realizes that the previous figures with 
which he has to compare are very good 
and that it would pay him to have 
his profits brought up to last year's 
standard, as he is not doing so well 
just now. The temptation must be very 
strong to delay the completion of the 
reinstatements as long as possible. He 
can partially run his works, probably 
enough to satisfy his immediate needs, 
but still arrange to have difficulty and 
delay in obtaining a certain type of 
machine or anything with similar ef- 
fect, so long as he preserves the ex- 
cuse that he is partially interfered with 
by the results of fire. 

Lest it should appear that I take a 
pessimistic view, may I hasten to give 
an insurance that, on the contrary, I 
regard consequential loss insurance as 
a desirable class of business. My aim 
{s to advocate careful selection of in- 
sured and to utilize every safeguard 
against abuse. Fire policies are issued 
with great freedom, and of those 
which are declined a far larger number 
is on account of material hazards than 
on moral grounds. Probably one 
reason is that the margin of unprotect- 
ed consequential loss has _ hitherto 
tended to temper the moral hazard. A 
similar freedom in consequential loss 
insurance seems undesirable, but by 
placing such policies within reach of 
firms of repute and integrity a 
legitimate commercial need is catered 
for. Very few people will dispute that 
this class of insurance has come to 
stay. Particularly in incorporated 
companies it should be the secretary’s 
duty to the shareholders to obtain 
protection thereunder, just as he does 


against fire and workmen’s compensa- | 
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tion. As to prety the ae style 
of policy will endure is a matter for 
conjecture, but I think there will be 
many modifications and extensions. 
When, by Mr. Hamilton’s kindness at 
York last summer, I was permitted, 
along with many others, to view a 
museum of insurance antiquities, I 
noticed old policies with strange word- 
ings, conditions and rates compared 
with those of the present day, and I 
remember speculating mentally at the 
time that, although our fire policy is 
new more mature and less likely to 
undergo such drastic changes, our 
present consequential loss policy will 
probably, after a similar lapse of time, 
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“Bond Man.” 


are the right man. Write for our Prospectus. 


PENNA. 


WE ISSUE SURETY BONDS 


You can increase your income by soliciting surety bonds. 
thle representatives in all uncovered territory and will make you a desirable proposition if you 
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THE FRANKFORT GENERAL 
INSURANCE CO. 


of Frankfort-On-The-Main, Germany 

—— ESTABLISHED 

United States Department, 123-133 William St., New York, N. Y. 
TRUSTEES: RicHarp DELAFIELD, Pres. of National Park Bank 
ama THALMANN, of Ladenburg, pee & Co. 


VESANT FisuH, 52 Well Street, p>, 
+. U. 8. Branch 








C. A. CRAIG, President 


Industrial, 


W, R. WILLS, Vice-Pres. 


The National Life and Accident Insurance Company 
NASHVILLE, TENNESSEE 


Life, Health and Accident Insurance 
in ONE policy 











support by the 
clean record. 
New Jersey. 


Best monthly contract on the market. 
Company that works with you. 
District Managers and local agents wanted in 


WM. H. JONES, General Manager 
161 DEVONSHIRE ST., Boston, Mass. 


Equitable Accident Company. 


Most loyal Home Office 
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SPECIAL TALKS WITH LOCAL AGENTS 





E. F. Farring- 

One Successful ton, State man- 
Accident Agent ager in Ver- 
Says “Concentrate.” mont for the 
United States 


Health & Accident Co., who, until a 
few years ago, was a traveling sales- 
man and made such a pronounced suc- 
cess in the accident business that he 
was made state manager, says that 
concentration is a great factor in the 
success of the field man. He says: 

“There is no one element which has 
a more definite part to play in the work 
of the insurance salesman than con- 
centration and yet how few of us really 
understand just how much the posses- 
sion of this qualification means to us. 
In short it spells—success—in a large 
degree. 

“Heretofore many agents used to 
consider the accident and health insur- 
ance business merely as a ‘side line’— 
au opportunity to pick up a little extra 
money. As a matter of fact, it offers 
opportunities which no mercantile busi- 
ress possibly can offer. We are living 
in an age of specialization. All lines 
cf commercial and professional work 
are being specialized and it is abso- 
jutely necessary that an agent, be he 
either a full time or part time solici- 
tor, should commence right now to get 
into line. He should take an inven- 
tory of his qualifications and ascertain 
just what qualities are lacking to make 
his efforts a success in the work. 

“With every facility which the com- 
pany offers to its salesmen for better- 
ing their conditions and increasing 
their knowledge of the company and 
its goods, there is no plausible reason 
why the present average agent should 
not make himself better than the 
average and place himself in a position 
to earn a larger income. Many agents 
allow statements of this kind to pass 
into one ear and out of the other with 
the remark that ‘advice is cheap,’ but 
as we look back over our lives we can 
all see where we lost opportunities by 
failing to listen to the experience and 
advice of others. 

“Some agents are able to write bus!- 
only among certain classes of 
people and in their own minds they 
really believe themselves to be com- 
petent insurance salesmen. It *, how- 
ever, a serious fact that to be able to 
colicit all classes of people successfully 
one must know his business and know 
it thoroughly. 

“*A clean tooth never decays.’ There 
is a good deal of meaning in those 
words. They. are the cement in the 
foundation of your business. A man 
who builds his business on a reputa- 
tion for square dealing and every-man- 
alike-plan and deals honestly with him- 
self, his company and his policyholders 
has nothing to fear in the face of pres- 
ent day competition, provided, of 
course, he is hooked up to the right 
company, a company which has back of 
it years of experience and a good repu- 
tation. To put yourself in the position 
of a ‘clean tooth’ that your business 


ress 
ness 


may not ‘decay,’ you must be well 
supplied with certain qualities for 
success. First you must have ability— 


which means a complete knowledge of 
what you are selling and a common 
sense understanding of human nature. 
Next you must be reliable, which means 
you must have honesty of purpose and 
your every statement must be abso- 
Ivtely true. In addition you must have 
endurance, determination and action. 
Action is the mainspring which keeps 
the other qualities working at all times. 
Action means good, hard work from 7 
A. M. until bed time. There is some 
truth in the old saying, ‘No man knows 
what he can do until he tries, but very 
few men really try.’” 





Dr. W. Edward Ma- 
Some gruder, in an address 
Dont’s before the recent con- 


vention of the indus- 
trial department agents 
of the General Accident, gave some 
“dont’s” for agents that are based on 
his broad experience as an adjuster for 


For Agents. 


accident companies. Dr. Miagruder’s 
“dont’s” follow: 

DON’T—Engage in the insurance 
gusiness unless you are _ thoroughly 


imbued with the idea that you are sell- 
ing something which the public must 
have, or you will never succeed. In- 
vestigate, and you will become con- 
vinced that accident and health insur- 
ance have a place among the staffs of 
life, standing often between men and 
absolute poverty, helping to feed the 
hungry, provide clothing and shelter 
for the destitute, and maintain the un- 
fortunate in self-respect. How often 
yourl experience has given you ex- 
amples of the positive beneficence of 
this form of insurance protection. 

DON’T—Engage in the insurance 
business unless you are prepared to 
used honest business methods at all 
times, for no other kind will succeed. 

DON’T—Forget that salesmanship is 
the only permanent foundation for a 
volume of business. 

DON’T—Knock other agents or com- 
panies for that is poor salesmanship 
and injures you in your prospect’s esti- 
mation, and in knocking the other fel- 
low you are dragging down the very 
business which you afe representing. 

DON’T—Mislead your policyholders, 
for that, in addition to other things, is 
poor business, always comes home to 
roost, causing 
swelling the lapse ratio, and manufac- 
turing knockers who injure you and 
the whole insurance business. 

DON’T—Fail to have every question 
in the application truthfully answered, 
for you owe it to your policyholder to 
see that his contract with the company 
is complete and that his claims will 
not be rejected for breaches of war- 
ranty, you owe it to yourself and your 
family to see that your business is 
written so that it may stick, and you 
owe it to the company to see that they 
are in possession of all the facts re- 
lating to the applicant, so that they 
may pass intelligently upon the risk 
and avoid the acceptance of business 
which will prove unprofitable to the 
company and a possible menace to the 
business. 

DON’T—Take issue with the com- 
pany for declining to accept a risk, for 
insisting upon an endorsement, elimi- 
nating part of the coverage, for deter- 
mination to mark a risk for cancella- 
tion or non-renewal, until you are in 
possession of all the facts. The home 
office has facilities for investigation, 
knows facts concerning previous claim 
history with other companies, has 
learned by experience that risks, un- 
der certain conditions, are likely to 
prove unprofitable, and for various 
good reasons may not desire to con- 
tinue longer a policyholder. 

DON’T—Offer the corporation any 
business which you would not yourself 
accept if you were the underwriter of a 
company of your own. 

DON’T—Deliver any policy to a 
policyholder without leaving him with 
the impression that you have sold him 
all of the protection which his premi- 
um could safely buy, that, if his state- 
ments in the application are true, his 
contract is in force in accordance with 
its terms, and that in case of loss you 
are ready to see that he gets every cent 
to which his policy entitles him and 
that you are going to be equally care- 
ful to see that he gets not one cent 
Business carefully written, and 


more. 








policyholders impressed by your honest 
intentions, and so educated by you as | 
to prevent their misconception of the | 
policy coverage, and taught that the 
company is always ready to meet the 
contract liability, furnish the material 
for permanent and profitable business. 

DON’T—Let anniversaries of home 
office officials, visitors from across the 
water, or any other stimulants or prize 
contests lead you astray and cause you 
to write high pressure ‘business which 
is sub-standard in quality. Let these 
occasions be used by you as times when 
you take stock, so to speak, and ask 
yourself if you cannot increase the effi- 
ciency of your working force, extend 
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of fem York 
SUPERIOR POLICIES 


KIMBALL C. ATWOOD, President 
80 Maiden Lane, New York 











your efforts to include some class of 
prospects in which you may not have 
given much previous attention or 
otherwise improve your strength as a 
producer without danger of lowering 
your ideals. 

DON’T—Be impatient with the home 
office when they delay in reply to your 
letters, but mark upon the carbon of 
every letter you write a date upon which 
you think you ought to receive a reply, 
and when 


GEORGE J. KUEBLER 
Attorney - at - Law 


EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 


INSURANCE 


the appointed day arrive: a Specialty 
and no answer has reached you write : 
again. -:-+ References on Application -:-:- 
Don’t complain! Don’t resign! 


Suite 720-29 So. LaSalle St. ,Chicago, Ill 
fa ELEPHONES: Randolph 6816 and 6817 


Don’t whine! Write again, even then, 
for they are busy busy men. 








dissatisfied claimants, ! 





NEW ENGLAND 
CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 


BUSINESS=BUILDERS 


DEVELOPING 
Fidelity and Surety Bonds, Liability Workmen’s 


~ Compensation, Automobile, Accident, Health, 


Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding «Insurance Company 


BOSTON T. J. FALVEY, President 
Paid-In Capital $1,000,000 Write For Territory 





























THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 
Home Office, 47 CEDAR STREET 


Chartered 1874 
PL GLASS 
c1p OLICIES 
PERSONAL ACCIDENT P ICI 
OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Sec. 
RELIABLE AND ENERGETIC AGENTS WANTED 


AS 
A 








THE SIGN OF GOOD CASUALTY INSURANCE 


HEAD OFFICE F. J. WALTERS 
Cc HI CA GO Resident Manager 


5S JOHN STREET 





F. W. LAWSON New York 
General Manager 
Liability, Accident, person banc 9-4 & Co. 
Burglary, Boiler and 5 A t., Boston 





; , Resident Managers 
Credit Insurance Established 1869. New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON, ENGLAND 














THE EASTERN UNDERWRITER 





















We Have Found the Ideal 


YOU SHOULD SEE A SAMPLE 


Our 20 Pay Life 


Just at this time there are several 





Special Cash Payment Policy 


good openings in Pennsylvania 


Write For Direct Agency Agreement 


Security Life Insurance Company 


of America 


W. 0. JOHNSON, President The Rookery, Chicago 








E. P. MELSON 
President 


MISSOURI 
STATE LIFE 


Salable 


JOHN G. HOYT 
Vice-President 


THE 
MICHIGAN 
STATE LIFE 


DETROIT 





Insurance in force 





payed Policie 
$9,000,000.00 S 
Participating and Non-Participating 
Offers unexcelled Policies and 


splendid commission contracts 


Special Inducements for 
General Agency Contracts 


direct with the Company to agents in 





OHI0--- MICHIGAN---INDIANA | | Home Office: ST. LOUIS, MO. 




















BANKERS LIFE COMPANY | 


DES MOINES, 
ERNEST E. CLARK, President 


IOWA 

ORGANIZED 1879 

Exceptional record during thirty-three 

Low Rate of Mortality Economy of Management 
Admitted Assets Over 


years for 
Prompt Payment of Claims 
$19,500,000.00 














JArudeutial Casualty Su. 


HOME OFFICE 
INDIANAPOLIS 








Strictly a Casualty Company 





LINES WRITTEN 


AUTOMOBILE - LIABILITY - PROPERTY DAMAGE - COLLISION 
EMPLOYERS LIABILITY - - PUBLIC - - TEAMS - - - ELEVATOR 
WORKMEN’S COLLECTIVE - - - - WORKMEN’S COMPENSATION 
GENERAL LIABILITY - PHYSICIAN’S LIABILITY - COMMERCIAL 
AND INDUSTRIAL ACCIDENT AND HEALTH - - - - BURGLARY 
PLATE GLASS 





Whilden & Hancock 


95 WILLIAM ST. 
NEW YORK 





General Brokerage Business 





...All Branches... 





“PROMPT ATTENTION” 








SURPLUS LINES 


GUARANTEED UNDERWRITERS—LONDON LLOYDS 
Licensed in Illinois 
Capacity, $100,000 Single Risk 
Immediate Binders 
10 per cent Commission to Brokers 


MARSH & McLENNAN 


INSURANCE EXCHANGE 
CHICAGO, ILL. 


New York Chicago Minneapolis Duluth 

















COMMERCIAL FIRE 


INSURANCE COMPANY 
WASHINGTON, D. C. 








Statement, December 31, 1912 


Capital Stock Paid in Full - - $430,790.00 
Surplus to Policyholders  - 704,7 9.37 
Total Assets ee ee ee 92 5,75.35 








Throughout its entire history of 23 
years the COMMERCIAL has 
maintained an enviable record for 
PROMPT AND HONORABLE 
SETTLEMENT OF CLAIMS 


Correspondence with reference to our specially 
advantageous agency contracts should be addressed 
direct to the Home Office and will receive prompt 


and courteous attention. 

















